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A Dependable Income 


is the most satisfying thing in the world. 


_ It provides necessities and comforts. It is your best friend during sickness, 
disability or unemployment. It insures you a living when you get old. It makes 
you independent. 


The earnings of a business, a salary, dividend from stocks or other speculative 
investments offer no dependable incomes. 


Non-fluctuating, high grade 


7% Farm Mortgages 7% 


represent the most dependable income producing security obtainable today. 


For thirty seven years The F. B. Collins Investment Company has offered 
their seasoned securities to investors who desired to build up for themselves a de- 


pendable income while living. 


Today Collins Farm Mortgages rank as preferred investments with many large 
life insurance companies, holders of trust funds and private investors who place 
safety above everything else. 


Safeguard your future. As yet the whole world is in a flux and the value of 
speculative securities problematical. 


It will cost you nothing to investigate the superior merit of Collins Farm 
Mortgages. 


Send for our free booklets ‘Why Collins Farm Mortgages are Safe” and “‘As 
Others See Us.” They will show the way to future happiness and independence. 


8% The F.B. Collins Investment Company 


Collateral Trust Bonds Members Farm Mortgage Bankers Association of America 
ne anh Home Office: Oklahoma City, Okla. 
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The Standards 
| of the Standard 


Living up to standards is what makes a man or an institution 
worth while. But the standards of today are not the standards 
of the past, especially in life insurance. The new standards 
as set by the Standard Life mean full service to policyholders 
in full standard policies covering latest modern needs, full 
justice to agents in absolutely fair, liberal and advanced con- 
tracts, absolute financial protection under standard reserves, and 
modern standards of prompt and efficient home office service. 


Standard Life Insurance Is the Life Insurance Standard 
STANDARD LIFE INSURANCE COMPANY 


Decatur, Illinois 


J. R. PAISLEY, President W. D. LIPE, Agency Director 


THE NATIONAL UNDERWRITER, Life Insurance Edition, twenty-fifth year. No. 42. Thursday, October 20, 1021. Office 
of publication, 175 W. Jackson Bivd., Chicago. $3.00 per year; 15 cents per copy. Entered as second class matter 
June 9, 1900, at post office at Chicago, Ill., under Act cf March 8, 1879, 
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DISABILITY CLAUSE 
HAS AN ANNIVERSARY 


Fidelity Mutual Life Originated 
the Provision Twenty-Five 
Years Ago 


COMMENT ON THE PLAN 


Nearly All the Companies Are Now 
Providing This Form of In- 


demnity to Policyholders 


Phila- 


anni- 


Mutual Life of 
unique 
The com- 


The 
delphia 


Fidelity 
has adopted a 
versary contest for October. 
pany has always prided itself on being 
the originator of the total and perma- 
October of 
anniversary 
this 
president 


clause. 

this year the 25th 
of the first policy provision 
kind. Walter LeMar Talbot, 
of the Fidelity, 
states that the first policy 
containing a total and permanent 
ability provision issued by 
Fidelity Mutual, Oct. 16, 1896. 
eight years the Fidelity was the 
company, so far as he knows, that used 
With two notable excep- 
all the worth while life com- 
P anies in America today are furnishing 
this provision in some form or another. 


disability 
marks 


nent 


of 





in addressing the agents 
in America 
dis- 
the 


For 


was 
only 


this clause. 


tions, 


Case Never Got te Court 


He states that one of the objections 
to the disability provision, and it is 
still heard occasionally, is that total 


and permanent disability is difficult of 
determination and opens the door to 
htgation. He says that it is interesting 
in this connection to report the fact that 
these 25 years the Fidelity Mutual 
I never been in court in connection 
a disability claim. It makes claim, 
asserts, that there is no particular 
problem in determining total and per- 
manent disability. There have been 
improvements made in the clause 
ing the 25 years. The Fidelity Mu- 
tual recently changed its disability pro- 
ision to provide double disability in- 
in event of accidental death. Mr. 
lalbot says that no other company has 
lolowed the Fidelity on this point as 
_He states that 59 percent of its 
policies issued in 1920 included the dis- 
provision. It undoubtedly would 
been greater were it not for oc- 
cupational and other restrictions. 


Fouse Was the Founder 


¢ founder of the Fidelity Mutual 
and iis president until his death, 
Fouse originated the total and 


\u 


anent disability clause. Its first 
tsability provision was known as the 
i a Life” contract. As its name 


ied, in the event of total and perma- 
t disability the assured could elect 
‘er paid-up insurance or a disability 
annu ity. 
In the early days, the Fidelity Mu- 
ual said that it found an impression 
ng a great many people that the dis- 
(CONTINUED ON PAGE 7) 
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WRITES SUB-STANDARD 


PENN MUTUAL ENTERS FIELD 


Will Take Business, However, on Very 
Moderate Scale, and from Its 
Own Agents Only 


PHILADELPHIA, 
The Penn Mutual Life 


PA., 


will, 


Oct. 
before 


18.— 
the 


close of 1921, write under-average busi- 
ness on a moderate scale for its own 
agents only. The company explicitly 
states that it is not going to accept 
any and all sub-standard business. The 
Penn Mutual will write under-average 
risks in only a few classes and will ac 


cept no brokerage business. 

In taking this step, the company feels 
that it can salvage a certain percentage 
of risks that are now turned down. For 
the past month, the Penn Mutual has 
also been rating up occupational risks 


Business Increasing Rapidly 


sub-standard business 
It is only a ques- 


The writing of 
is rapidly increasing. 


tion of time, life insurance executives 
and actuaries believe, before life insur- 
ance companies will all be writing a 


sub-standard business. 
one actuary pointed 
life insurance companies should is- 


of 


as 


vast amount 
Theoretically, 
out, 


sue policies on anyone. Some day, and 
that day is not so far distant, virtually 
every company will endeavor to make 


this theoretical fact true as far as pos- 


sible. What the companies want most 
before taking a big splurge on this 
class of business is the experience on 


sub-standard underwriting. 


Many Rating Up Risks 


A number of companies that will not 
write under-average business are rating 
risks up for occupations. The Penn 
Mutual was the latest company to ‘take 
this step. A large number of small 
Western and Mid-western companies 
are writing sub-standard risks freely. 


Among the companies writing this 
business are: New York Life, Metro 
politan, Reliance, Security Life, Con- 





necticut General, Equitable of New 
York, Missouri State Life, Lincoln Na- 
tional Life, Fidelity Mutual, North- 
western National, Phoenix Mutual, Pru- 
dential and Home Life of New York 
The Northwestern Mutual, Travelers 
and Mutual Life of New York are rat 
ing up for occupations. 
Ayres Busy with Transfer 

The American Life of Dertoit, for- 

merly the Northern Assurance, is busy 


working out the plans of operation in 
connection with the taking over of the 
American Life of Des Moines. Four 
teen state agencies are involved in the 
merger and these are being taken over, 
said President Ayres. 

‘Business fair, but improving,” hx 
said, “and we are busy working out the 
vast amount of detail incidental to the 
taking over of the Des Moines 
pany. We are maintaining the branches 
at the old locations under the same 
management and will probably continue 
to do so.” 

Mr. Ayres stated that there was no 
reason why business should not begin 
to boom and that all indications pointed 
toa resumption of business on a sub- 


is 


com- 





stantial scale. 





J. S. PHILLIPS IS OUT|LIFE PRESIDENTS ARE 
ARRANGING PROGRAM 


ENTERS FORMAL RESIGNATION 


“Life Insurance—a World Safety 
Has Built Enviable Record and Repu- 
tation—W. H. Hotchkiss May 


Be Successor 


Zone” is the Theme 
This Year 
a 


'H. C. COX WILL PRESIDE 


Jesse S. Phillips, insurance commis- 
sioner of New York, has formally re 
signed that position and it is expected 
he will accept the offer of the manager 
ship of the Bureau of Casualty & 
Surety Underwriters, the reorganized 
Workmen's Compensation Bureau. It 
is reported that William H. Hotchkiss, 
of Mr. Phillips in the de- | 
will be named to resume the 


| Valuable Statistics Will Be Compiled 
to Summarize the Recent Life 
Insurance Developments 


pre decessor 
partment, 


NEW YORK, Oct. 18.—In order to 


office, although there is no official word | summarize recent developments in the 
on the appointment. While Mr. Hotch- | Jife insurance field and provide for theit 
kiss has proven his ability to handle | adequate discussion at the fifteenth an 
the position, it will be a difhcult task | ° a 
for him to equal the record that has | nual convention of the Association of 
been made by Commissioner Phillips. | Life Insurance Presidents, to be held 
Carrying out his duties with ability and | at the Hotel Astor, New York, Dec. 
impartiality, Mr. Phillips has placed the | gg special statistics will be compiled 
meurance business. on “dl higher evel from exact company experience. The 
than previous to his term of ofhce | 
through the great amount of well-de- | departments covered will include policy 
veloped legislation enacted by his | loans, new business, distribution of pay 
efforts | ments to beneficiaries and investments 
Phillips’ Enviable Record Discussions interpreting these statistics 
Mr. Phillips has created a reputation | and the addresses of those from fields 
for the New York department that has outside life insurance will epitomize the 
been unequaled by any other state and | general theme of “Life Insurance—A 
has given New York first place as a | World Safety Zone.” 
state of modern insurance legislation. | The international character of the 
He has taken care of the details of his subjects to be discussed will be em- 
departmental work and, in addition, | phasized also by the presence of 
sought every means of increasing the | Herbert C. Cox of Toronto, Ont., as 
efficiency of the insurance department | the presiding officer of the convention 
and building the busines through favor- | Mr. Cox is president and general man- 
able legislation He has given an | ager of the Canada Life, long a mem- 
unbiased, honest administration to both | ber of the association, Since the World 
insured and insurer. While the greates | War, the Canadian membership of the 
part of his notable achievements have assocmtion has greatly increased, cre- 
been connected with the fire and cas- ating closer contact of life insurance 
ualty lines, he has also been active in | /¥siness on both sides of the border 
connection with life insurance It was | Commissioners to Meet 


through his efforts that group insurance | 


was standardized and defined, provi Che National Convention of Insur 
sions being made for its regulation ac- | 42¢e Commissioners will meet in New 
cording to sound principles. Mr. Phil- | York the same week as the Life Presi- 
lips carried to a successful termination | @&"ts, the dates of the commissioners 
the fraud case growing out of the af- | sessions being Dec. 6-8, he Associa- 
fairs of the Pittsburgh Life & Trust | tion of Life Insurance Counsel will like- 
and the Washington Life of New York, | W!s¢ meet that week m= New York, its 
He has developed the investigation | ¢4t¢s being Dec, 6-7. Invitations to 
work of the department so that it is attend the life presidents’ meetings are 
known for its rapidity and thorough- | "0“ being sent to all the members of 
ness in the liquidation of insolvent com these other organizations, as well as to 
panies and in the investigation of life insurance executives generally 
questionable cases throughout the United States and Can- 
ada and to insurance journalists 
W. H. Hotchkiss May Succeed Accompanying the invitation is the 
With this record of achievement be pw | as ot ae 7 anaes 
fore him, Mr. Phillips’ successor has a | Life , ae be. Presidents: ‘ 
task in maintaining the high record of | “Amidst. the anaes enseenta af am 
the department. If William H. Hotch- | ciety, the contentions and _ strifes of 
kiss is selected, he will be well fitted | business, the selfish projections of am- 
for the work, having had two terms in | bition, the turmoil in which brute 
the office of commissioner, immediately | strength may overcome the weak, there 
preceding Mr Phillips. Mr. Hotchkiss | 1s one spot of safety a veritable safety 
has continued in the work, having had | sone. life insurance thriftily guarding 


many insurance companies as clients in 


: the present and guaranteeing the future 
the large legal practice he has built 


Hence 





; ; n | from penury and helplessness. 
the years since his resignation. He is | the theme. 
a man of force and integrity, holding a | 
record for the latter, as it is said that Seape of Acsvessts 
he even refused luncheon and cigar of-| “Complementing the papers spe 
fers while in office. He is an able man | cifically upon life insurance in varied 
and now has a remunerative position. | phases, there will be addresses upon 
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governmental, social, industrial and 
economic problems. The addresses 


thus presented will be a composite of 
thought on the welfare of society at 
large, demonstrating that through the 
warp and woof of our national life, life 
insurance continually.shows color and 
substance. It is noteworthy that the 
approaching convention follows closely 
the world conference on armaments to 
be held in Washington. The latter 
seeks to minimize life destruction of 
war, with its economic paralysis; life 
insurance coordinates the instrumentali- 
ties of peace through thrift’ and sav- 
ings, guaranteeing protection for present 
and future generations. 

“The life insurance phase of the pro- 
gram will check up and disclose the 
year’s development in various depart- 
ments of the business, embracing the 
writing of new life insurance, stabilizing 
of the old, portraying the recent in- 
creased demand for policy loans, dis- 
tribution of payments to beneficiaries, 
and the present picture of the invest- 
ment field. To-date statistics will be 
compiled specially for the convention 
so that the interpretations of the speak- 
ers and the recommendations for im- 
proved service to policyholders, with 
increased contributions to national wel- 
fare, may have the basis of the latest 
exact experience of the companies. 

“The thrift table d’ hote luncheons, 
following the innovation of last year’s 
convention, will be repeated this year. 
These luncheons will be held in a room 
adjoining the convention hall, will be 
characterized by informality, and small 
tables provided for intimate groups. 
There will be no public speaking at 
the luncheons. A later communication 
will deal with reservations for seats.” 


Colorado Without Commissioner 


Contrary to expectations, no ap- 
pointment has been made by Governor 
Shoup of Colorado to fill the position 
of insurance commissioner. Commis- 
sioner Earl Wilson went out of office 
Oct, 15, and, as there is no deputy com- 
misioner, the office will be without a 
legal head until the appointment is 
made, 

A committee from the Life Under- 
writers Association appeared before the 
Civil Service Commission last week, 
protesting against the removal of Mr. 
Wilson and asking that the commission 
rescind its action. This it refused to do. 
During the week a large advertisement 
appeared in one of the Denver daily pa- 
pers signed by one L. H. Hill and ask- 
ing support for the publication of a pa- 
per which would show all the “insides” 
of the fight against Mr. Wilson and of 
the conditions at the capitol which led 
to his removal. Mr. Hill is reported to 
be an editorial writer on one of the Den- 
ver dailies which is fighting the present 
administration. During the last election 
campaign he issued a paper dealing with 
the dangerous activities of the Nonpar- 
tisan League in Colorado. At that time 
the paper was supporting Governor 
Shoup for re-election on the Republican 
ticket as against the Nonpartisan can- 
didate on the Democratic ticket. 


National Life U. S. A. Meeting 


The first of a series of regional con- 
ventions of the National Life U. S. A. 
was held at Battle Creek, Mich., Thurs- 
day and Friday. The plan of holding 
sectional gatherings, instead of a single 
convention, was decided upon after 
thorough investigation of the matter. 
There is every reason to believe that 
the men will derive better benefits un- 
der the new arrangement. 

Meetings will be held under the direc- 
tion of Vice-President and Secretary 
Robert D. Lay and Walter E. Webb, 
superintendent of agents, who will at- 
tend each convention. 

Among those especially invited to 
address the Battle Creek meeting were 
Dr. Walter E. Jaquith, medical advisor; 
Alfred MacArthur, general agent at 
Chicago; B. F. Maxey, manager at 
Scranton, and E. H. Gilhuly, manager 
at Newark, N. J. 





HEARING ON TWISTING 


——_—_~ 


ST. LOUIS AGENT INVOLVED 
Application for R. H. Nash’s License 
Was Withdrawn by the Manager 
of the Aetna Life 





Much interest has been taken in the 
hearing of H. Nash, an agent of 
the Aetna Life in St. Louis, who had 
his license suspended by the insurance 
department on the ground of twisting. 
Superintendent Hyde and Assistant Su- 
perintendent Barbee conducted the 
hearing. It was established that Mr. 
Nash, in company with representatives 
of the firm of Good & Co. of Chicago, 
called on a policyholder of the New 
England Mutual Life in St. Louis. 
They induced him to take the cash 
surrender value on his policy that had 
been in effect for a number of years 
and then endeavored to secure new in- 
surance for him in the Aetna Life and 
Travelers. Mr. Nash denied _ the 
charge that he had misrepresented con- 
ditions. 

At the conclusion of the hearing the 
insurance commissioner indicated his 
position in the matter, stating that prac- 
tices of this kind were very unethical 
and reprehensible. He stated that a 
policyholder would lose in the end. He 
also declared that such practices tend 
to undermine confidence in life insur- 
ance. Manager J. ’. Estes of the 
Aetna Life stated that under the cir- 
cumstances he would not urge the de- 
partment to reissue a 
Nash. Finally, Mr. Estes withdrew 
the application for renewal of license 
altogether. 


Chicago National Soon to Start 


Officials of the Chicago National Life 
state that the company will be ready to 
commence business Nov. 1 and that the 
organization work is just about com- 
pleted. The company has been selling 
an increased issue of 20,000 shares to in- 
crease its capita from $100,000 to $300,- 
000. Thomas Carey of the Carey Brick 
Company of Chicago is president and 
T. F. O'Connell, vice-president of the 
Good Roads Service Company and as- 
sociated with Mr. Carey for the past 
15 years, is vice-president. A strong 
board of directors has been appointed 





by Mr. Carey, and a substantial amount | 


of life insurance has been pledged by 
the stockholders and officers. 

H, H. Bishop, who represents the New 
York Life at Oshkosh, Wis., was married 
there last week to Miss Mary Allen, 





license to Mr.. 





IS NOW ON LIFE BASIS 


CHANGES IN NONCANCELLABLE 


New Disability Policy Proves Unex- 
pectedly Popular, in Spite of 
Its Higher Cost 


The noncancellable health and acci- 
dent policy, which has been undergo- 
ing a slump for the past month, is again 
showing signs of recovering its former 
state of popularity with agency forces 
and the insuring public. The radical 
changes made last month, both in in- 
creased premiums and decreased com- 
missions, caused considerable apathy 
towards this form on the part of brokers 
and agents. They were afraid that the 
public could not be interested in the 
more costly policy and the proposed 
reduction in renewal commission took 
away some of the previous interest. It 
was also true that the agents and brok- 
ers had thoroughly cleaned up the field 
in the previous month, most of the 
offices writing double any normal 
month in the 30 days immediately pre- 
ceding the rate change. The prospects 
were all rushed through under the old 
rates and little unfinished work re- 
mained for this month. It was only 
natural that there should be a very 
marked slump in the business. 


Policy Has Come to Stay 


The policy, however, has come to 
stay and is popular with the insuring 
public. A slight increase in the cost, 
when shown that it is justified, will not 
affect the sale of the policy. This 
coverage is a new kind, is in great de- 
mand and the field’ is _ scarcely 
scratched. Now that the change is 
firmly planted in the minds of all in- 
terested, the business will rapidly re- 
turn to its former scale. All changes 
are noticeable in comparison with the 
previous condition or scale, so that as 
the old rates are entirely dropped and 
forgotten, the new ones will not be 
looked upon as an increase. The pub- 
lic is showing as great a desire for this 
coverage as before the change. 

Nor is the agent and broker failing 
to respond to the return to aormalcy of 
this business. The proposed reduction 
in commission is justified to a certain 
extent by the higher degree of perma- 
nency of the new policy, though even 
this reduction is questioned now. Some 
of the companies have reconsidered 


| their decision on this and are now dis- 


cussing the advisability of restoring the 
old scale of renewal commissions. The 
agents and brokers have expressed 





their opinion that the new scale does 
not allow a sufficient margin of profit 
and will tend to discourage the sale 
of the noncancellable. This is partly 
true, although the popularity of the 
policy would in time force the agents to 
sell it. The companies, however, are 
now considering the commission scale 
and it is very probable that some of 
them will restore their old scale oi 
renewals. 
On Same Basis as Life 


The noncanceWable is now selling on 
a more definite basis than in any time 
past and is considered by all parties in- 
terested as on the basis of the life con- 
tract. The sliding premium ates 
medical examination and renev;al com 
missions, with no work on the part of 
the agent after acceptance, all tend to 


make the contract equal to the life 
policy. The public is regarding it as 
such also. An indication of this is 


found in the tremendous popularity of 
the three-month elimination period 
policy. This form is taking precedence 
over all other forms at present, whereas 
at first it was considered doubtful 
whether any elimination period greater 
than one or two weeks would find a 
sale in any market. The noncancellable 
policy is now on a life contract basis 
and is taking on a permanency and 
strength greater than even hoped for 
by the originators. The sale is rap- 
idly increasing, in spite of the radical 
changes, and it is believed that a very 
short time will see the monthly totals 
equal to the record month enjoyed im- 
mediately preceding the adoption of the 
changes. 


Another in Accident Field 


Still another strong life insurance 
company has determined to _ write 
health and accident policies in addition 
to life contracts, and thereby afford 
added facilities for business getting to 
its agency force. The Manhattan Life 
will enter the new arena early next 
year and is now formulating plans to 
that end. It will issue noncancellable 
and perhaps cancellable policies as well, 
making $5,000 the minimum coverage. 
Details in connection with the intended 
departure have not yet been worked 
out, nor has a divisional manager been 
secured, but the whole scheme is being 
very attentively studied by Vice-Presi- 
dent John F. Roche. 


R. H. Cherry of San Antonio, Tex. 
agency manager of the Bankers’ Life, 
and Al H, Frazier, agency manager for 
the company in Milwaukee, were the 
guests last week of Clayton Lord, agency 
manager at Chippewa Falls, Wis., at the 
Basswood Villa on Long Lake. Mrs 
Cherry was a member of the party, with 
Mrs. Lord. 











CHARLES HOMMEYER 
Superintendent of Agents 


~ MORE OF UNION CENTRAL MEN RECENTLY PROMOTED 














R. FRED RUST 
Secretary 








JESSE R. CLARK, JR. 
Treasurer 




















lex., 
Life, 
for 
the 


oncy 

the 
Mrs. 
with 











October 20, 1921 


LIFE INSURANCE EDITION 


3 








HIGH SPOTS TOUCHED 
AT AGENTS MEETING 


Superintendent Langmuir of New 
York Life Gives Six Steps 
to Success 


GROWTH OF SUBSTANDARD 


No Claim Arising from Total and 
Permanent Disability Clause 
Has Gotten into Court 


At the recent meeting of the western 
wing of the $200,000 Club of the New 
York Life, Superintendent of Agents 
Charles H. Langmuir said that much 
publicity is given to the big writers in 
the field. Agents who are not writing 
such a large business may get dis- 
couraged unless they remember that 
these great writers all began small. So 
far as the New York Life is concerned, 
he called attention to the fact that 
George W. Taylor’s first five years 
were comparatively insignificant, but he 
increased his production until he paid 
for over $2,000,000 in 1920. Michael 
Rubin in 1901 was a part time agent, 
a singer in grand opera chorus and in 
his first year wrote $68,500. He gradu- 
ally grew until he produced $1,762,000. 
Harry B. Rosen, who is undoubtedly 
the world’s greatest writer of life in- 
surance, began in 1904 with an average 
policy of $3,000. Last year his average 
was $44,000 in 151 cases. Speaking 
further, Mr. Langmuir said that while 
all cannot be Rosens, Taylors or 
Rubins, no writer should ever be dis- 
couraged at not being prominent all at 
once. 


Six Steps to Success 


He spoke of six steps to success as 
follows: 


(1) You overcome the fear of men. 
Too much confidence, however, is as 
great a detriment as too little. Main- 
tain a happy medium. The self-asser- 
tive book-agent isn’t the one who sells 
you. Every successful writer has a 
measure of man fear, just as every really 
successful actor or singer feels more 
or less trepidation in coming before an 
audience. But they control it and use it 
to their advantage. But you must keep 
in practice. That’s why it is so hard to 
get back to work after these meetings. 
You get out of the habit of calling. 
(2) You learn to be systematic. Make 
up a list the night before of persons 


to see the following day. Follow up 
the changes in age. Keep a_list of 
changes in age by months. Keep in 


touch with policyholders after you write 
them. (3) You profit by the discipline 
of the ups and downs. The life insur- 
ance business is largely learned when 
you are writing $50,000 or $60,000 a 
year. (4) Your success slowly in- 
creases. The explanation may not be 
at first clear to you why it becomes so 
much easier to write business. It is 
because you are accumulating old 
policyholdefs who are helping you al- 
most without your knowing it. (5) 
Imperceptibly you learn to love the 
business through the training you have 
had, the success that comes with it and 
through the good you are doing in the 
community. (6) Finally you catch fire. 
‘hen you have the habit of working. 
You can’t stop. 


Substandard Business 


Chief Medical Director Rogers said 
the writing of substandard business was 
begun at his suggestion by the com- 
Pany 25 years ago. At that time it 
was contrary to the judgment and 
opinion of practically all life companies. 

he volume has steadily increased until 
something like 20 percent of the New 





LIFE POLICY EXEMPT 


—_—_—_—— 


CREDITORS CAN’T ATTACH IT 





Sweeping Minnesota Court Decision 
Safeguards Policyholders and 
Beneficiaries 





Life insurance policies are exempt 
from all attachment by creditors of the 
assured, according to a ruling of the 
Minnesota state supreme court. The 
ruling is a most important safeguard 
to the interests of the army of policy- 
holders as well as an argument of 
inestimable value for use by every sales- 
man of life insurance. The decision sus- 
tains the ruling of the district court of 
Aitkin county in the case of F. E. Mur- 
phy vs. J. Ambrose Casey. 


Three Sweeping Points 


The court makes three sweeping 
points, all in the interests of the as- 
sured and policy beneficiaries. Says 


Chief Justice Brown: 

“A policy of insurance effected in 
favor of another is exempt from the 
claims of creditors of the assured, and 
his rights and interests under the con- 
tract are as to creditors seeking to ac- 
quire them, subordinate to those of the 
beneficiary. 

“The right or option reserved to the 
assured to surrender the policy and de- 
mand the then cash value thereof, to 
which the beneficiary can make no valid 
objection, cannot be attached or levied 
upon by his creditor so long as the right 
of the beneficiary to the ultimate pay- 
ment of the policy at the insured’s 
death remains in force and effect. 


Beneficiary’s Rights Upheld 


“Neither can the contingent interest 
of the insured, dependent upon whether 
he outlives the beneficiary and the pol- 
icy becomes payable to his estate, be at- 
tached by the creditor during the life 
of, or before, the rights of the benefi- 
ciary have been lawfully terminated.” 

The decision grew out of the effort of 
Murphy to attach policies on the life 
of Ambrose Casey to satisfy a judg- 
ment of $11,344 held by plaintiff. The 
policies in question had been issued by 
the Northwestern Mutual Life, Sept. 3, 
1910. 








York Life’s total insurance each year 
is underaverage. The same relative 
mortality is experienced as in the stand- 
ard business. Dr. Rogers said that the 
company’s medical judgment based on 
statistical experience is never a one- 
man affair. 

Secretary Corse, speaking for the 
committee that passes on disability 
benefits, said that from the time the 
committee began to function in 1912 to 
Jan. 1, 1921, 1,411 claims have been 
approved with 283 recoveries. By waiv- 
ing premiums and paying the monthly 
income, these 283 policyholders were 
enabled to go away, regain their health 
and resume the premium payments. He 
said that not one of the claims had to 
go to the court for ajudication. 


Detroit Agency’s Good Showing 


The total paid-for business of John- 
ston & Clark, general agents at Detroit 
for the Mutual Benefit Life, for Sep- 
tember amounted to $1,297,200. 

While the Detroit men have usually 
been writing the larger amount of in- 
surance, as shown by the monthly rec- 
ords, recently representatives out in the 
state have been giving the Detroiters 
a hustle for positions near the top. 

Among the fifty leaders for the first 
nine months of this year, Monroe Rosen- 
field holds the top place with nearly 
$600,000 to his credit, while F. F. Ulrich 
holds second place with more than 
$500,000. 

The total paid for business for the 
first nine months of this year amounted 
to $13,235,490. 





ACTUARIES’ 


SPEAKERS 


FOR SESSION AT CINCINNATI 





Program of Papers to Be Given at An- 
nual Meeting on Oct. 27-28 
Is Announced 





_The fall meeting of the Actuarial So- 

ciety of America will be held in Cin- 
cinnati, Oct. 27-28, as guests of the 
Union Central Life. The papers to be 
presented at the meeting are as fol- 
lows: 

A Study in Surplus Distribution, 
Using the American Men Table as a 
Guide, by Sherman C. Kattell, State 
Mutual Life. 

Convertible Term Business, by Fred- 
erick H, Johnston, third vice-president 
and associate actuary, Prudential. 

Ratings for the Principal Impair- 
ments, by Arthur Hunter, chief actuary 
of the New York Life, and Dr. Oscar 
H. Rogers, chief medical director of the 
New York Life. 

Treatment of Claims for Permanent 
Total Disability, by 
chief actuary of the New York Life. 


Some New Problems Affecting Life | 


Insurance, by E. B. Morris, actuary, 
life department, Travelers. : 
An American Sickness Experience 
Table, by Miles M. Dawson, consult- 
ing actuary. 
There will also be an 
cussion of topics of current interest. 
The program includes, besides the 


meeting proper, a dinner at the Queen | 


City Club on the evening of Oct. 27: a 
luncheon to the members Oct. 27, by 
the Western & Southern Life, and a 
luncheon Friday given by the Union 
Central Life to the members and ladies 
accompanying them. This luncheon 
will be followed by golf or an automo- 
bile ride. The hotel headquarters will 
be the Hotel Sinton. 

All prospects are 
meeting. 


for a_ successful 





Medical Life’s Statement 


The Medical Life of Waterloo, Ia., 
which was licensed by the Iowa depart- 
ment last month shows assets, $151,251. 
Its capital amounts to $100,200 and its 
net surplus $50,001. J. G. Londergan, 
the general manager, has charge of the 
company. He has been active in life 
insurance field work for a number of 
years. Sheldon Blauer has charge of 
the agency work. He has also had con- 
siderable life insurance experience. Dr. 
C. E, Bakin, vice-president, is supreme 
physician of the Modern Brotherhood 
of America at Mason City, Ia. Gran- 
ville N. Ryan, one of the medical direc- 
tors, was formerly medical director of 
the State Life of Des Moines. 





May Make Loans to Employes 


Insurance companies operating in 
Kansas will be permitted to make loans 
to employes, but not to officers or di- 
rectors or members of the families of 
the managing officers. Superintendent 
Travis has modified his recent ruling 
prohibiting the making of loans to offi- 
cers, directors and employes so that 
employes are exempted for reasonable 
amounts. The purpose of the original 
order was to stop the use of insurance 
funds for private purposes. A consid- 
erable number of companies protested 
that they had made loans for home 
building, for unusual expenses and for 
sickness to employes. These loans had 
always been satisfactorily handled. The 
companies frequently were able to keep 
the employes away from loan sharks. 
The department did not intend to break 
down the loyalty or morale of the em- 
ployes of the insurance companies when 
it made the original order, and it was 
decided to modify it so that loans could 
be made in reasonable amounts and for 
reasonable purposes to employes only. 





informal dis- | 





ON PRUDENTIAL LIFE 


Results of Special Investigation 
Recently Made by Five State 
Insurance Departments 


FULL REVIEW OF RECORD 


Data on Mutualization of Company and 
Relationship With Fidelity Trust 
Explained in Detail 


Regarding the recently published re- 
port on the examination of the Pruden- 
tial as made by five leading insurance 
departments, Samuel Untermyer, chief 
counsel of the Lockwood committee, said 
this week, “I infer that it is an inspired 
white-wash as I predicted it would be. 
As the Lockwood committee willl shortly 
resume its hearings Mr. Dryden will have 
another opportunity of explaining the 
Prudential’s many sided transactions in 
the open light of day. After It have 


Arthur Hunter | rend the report I may have something 


to say.” 


NEW YORK, Oct. 19.—William E. 
Tuttle, Jr., insurance commissioner of 
New Jersey, has made public the spe- 
cial report of the of the 
Prudential Life which was made by the 
departments of Indiana, 


examination 


insurance 


Massachusetts, Missouri, New Jersey 
and New York. Following charges 
made by Samuel Untermyer, chief 


counsel of the Lockwood committee, 
the officers of the Prudential requested 
the New Jersey insurance commissioner 
to make an examination of the affairs 
of the company from 1902 to the pres- 
ent time, with special reference to its 
relation to and dealings with the Fidel- 
ity Trust Company of Newark; the 
character and expense of its deposits in 
other banks; the mutualization of the 
company in 1915, and any other of the 
company’s affairs that might shed light 
upon the points rasied by the Lockwood 
committee. 
Spread of Prudential’s Business 


The report set forth in some detail, 
the record of the company in connec- 


tion with the subjects raised by the 
Lockwood committee. Figures taken 
from the company’s annual reports 


show that nearly 21 percent of its busi- 
ness is in force in New York state, and 
that nearly 19% percent of the com- 
pany’s mortgage loans have been placed 
in New York. Pennsylvania is second 
on the list with 16.41 percent of the 
company’s business, as compared with 
less than 1 percent of the company’s 
mortgage loans. New Jersey is third 
with 9.39 percent of the company’s 
business, comparing with 7.27 percent 
of its mortgage loans. The entire New 
England states with 7.22 percent of the 
company’s insurance in force, have no 
mortgage loans. 

Comparison With New York Compantes 


An interesting table in the report is 
that showing that the Prudential has 
29.64 percent of its total ledger assets, 
or $198,508,262, invested in mortgages, 
whereas the four leading New York 
state companies (Equitable, Mutual, 
Metropolitan and New York Life) com- 
bined as one, have 23.83 percent. Only 
one New York company, the ‘Metropoli- 
tan, had a larger percentage of its as- 
sets invested in mortgage loans than 
the Prudential. 

14.33 Invested in New York 


Another table shows that the Pruden- 
tial’s mortgage loans in New York 
state are 5.77 percent of its ledger as- 
sets, 19.45 percent of its total mortgage 
loans, and 42.56 percent of its city 
mortgage loans. New York state mort- 
gage loans of the Prudential Life are 
all of the city property class, and when 
compared with the total city mortgage 
loans of the Prudential, show 42.56 per- 
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cent invested in New York state, in- 
stead of the 19.45 percent shown when 
total mortgages are considered. The 
total investments of the Prudential Life 
in New York state, including mort- 
gages, are 14.33 percent of its ledger 


assets. 
Record of “Big Four” 


In the report a comparison is drawn 
between the amount of money the Pru- 
dential has invested in New York state 
and the amount that the New York 
companies have invested in New Jer- 
sey. The figures of the four leading 


New York state companies show that | 


3% percent of business in force is from 


New Jersey as compared with .33_per- | 


cent of mortgage loans located in that 
state. Commenting on this the report 
says, “In other words, since 20.90 per- 
cent of all the Prudential’s business is 
in the state of New York it might be 
thought that $209 out of every $1,000 
of mortgage investments should be on 
New York state property. As a fact, 
$194.50 out of every $1,000 is on New 
York state property. Taking the New 
York state companies, 3% percent of 
their business is in the state of New 











Jersey, and it might be thought that 
$35 out of every $1,000 of mortgage in- 
vestment should be on New Jersey 
property. As a fact, only $3.30 is on 
New Jersey property.” 


Relationship With Fidelity Trust 


Considerable space in the report is 
devoted to an explanation of the rela- 
tionship between the Prudential and 
the. Fidelity Trust Company of New 
Jersey. The history of the two insti- 
tutions is reviewed in full from 1902, 
and much of the material made public 


at the time of the Armstrong investi- 


gation is included in the present report. 
Data compiled for the years from 1903 
to 1914 shows that during that period 
the Prudential owned 24 percent of the 
stock of the Fidelity Trust, and that 
the amount of its holdings did not in- 
crease during the 11 years. Other Pru- 
dential stockholders owned nearly 45 
percent of the Fidelity stock during the 
period in question. At the same time 
the stockholders in the Fidelity Trust 
owned 49.98 percent of the stock of the 
Prudential during the same 
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the Fidelity Trust remained the same 
percentage from 1903 through 1914. 

Regarding the mutualization of the 
company in 1915 the report states that 
the only obstacle to a complete mutuali- 
zation is the failure of four stockhold- 
ers holding a comparatively small 
amount of stock to surrender their 
stock. A detailed description of the 
manner in which the company mutual- 
ized is given. In commenting upon the 
mutualization of the company the re- 
port says, “Even though the legal tech- 
nicalities of the mutualization law have 
not yet been fully complied with, the 
policyholders are receiving the sub- 
stantial benefit of mutualization. Prior 
to adoption of the plan of mutualization 
the stockholders elected the directors 
three appointed by the 
Chancellor) and owned the entire capi- 


surplus of the company over an amount 
which the director should decide to al- 
low to the policyholders. 


Present Status of Mutualization 
“The mutualization law provided for 





entire rights of the stockholders in the 
capital and surplus and in the right to 
elect directors. The company has pur- 
chased 37,794.75 shares of stock of the 
total issue of 40,000 shares. These shares 
now stand in the name of the trustee for 
the policyholders. Dividends, amounting 
to $2,005,892 have been declared and paid 
on these shares. Dividends paid to the 
trustees are returned to the company for 
the benefit of the policyholders. 


Benefits to Policyholders 


“The received ad- 
ditional 


policyholders have 
benefits in the way of policy 
dividends not called for by the poli 
contract and not granted prior to mu- 
tualization. Since the plan of mutualiza- 
tion was adopted the company has appor 
tioned as dividends $16,833,806 to policy- 
holders of the non-participating, indu 
trial, and ordinary classes, none of whic 
came under any dividend concession 
made by the company prior to mutualit 
These dividends amounted to more than 
the premium paid to the stockholders for 
the capital stock at the time of mutual- 
ization.” 


Method of Electing Directors 


The report states that each year a 
letter is sent out advising of an ap- 
proaching policyholders meeting, and is 
accompanied by a supply of proxies with 
instructions as to their execution. These 
proxies are for the use of those policy- 
holders, qualified to vote, who may not 
care to do so in person. The proxies are 
of two types. One (white proxy) bears 
the names of those chosen by the nomi- 
nating committee; the other type (col- 
ored proxy) is for the insertion by the 
policyholder of the names of his or her 
choice if such choice is other than that 
of the nominating committee. At the 
meeting those present, who are quali- 
fied to do so, vote. The proxies are 
counted and voted by the proxy com- 
mittee, and the result of all votes tabu- 
lated. The trustee for the policyholders 
is then ordered to vote the stock held by 
him at the next policyholders’ meeting 
for those directors selected by the policy- 
holders at their meeting. 


Decline in Fidelity Trust Balance 


The relationship between the Pruden- 
tial and the Fidelity Trust Company be- 
tween 1915 and 1920 is accompanied in 
the report with tables which show that 
the Prudential’s average daily balance 
with the Trust company gradually de- 
creased from $3,880,391 in 1915 to $761,- 
960 in 1920. It sets forth further that 
the percentage of stock ownership in the 
Fidelity Trust by Prudential stockhold- 
ers has decreased from 9.20 percent in 
1915 to 5.53 percent in 1920, and the per- 
centage of stock ownership in the Pru- 
dential by Fidelity Trust company stock- 
holders has decreased from .2928 percent 
in 1915 to .0978 percent in 1920. 


Small Return on Investment 


In 1902 the Fidelity Trust purchased 
almost half of the outstanding stock of 
the Prudential at a cost of $5,997,900 
This stock was held by the Fidelity Trust 
until 1915, when it was sold to the Pru- 
dential for $9,096,815, at a profit of $3,- 
098,915. During the time of the holding 
(a period of over 12 years) the Fidelity 


Trust Company also received $1,399,510 
in dividends on the stock. The com- 
bined earnings to the Fidelity Trust on 
the investment of $5,997,900 for the pe- 
riod of over 12 years amounted to $4,- 
498,425. These earnings are equivalent 
to a yield rate to the Fidelity on the 
$5,997,900 investment of 5.7 percent an- 
nually. 


New York Examiner’s Dissents 


Nelson B. Hadley, chief examiner of 
life companies for the State of New York, 
has a statement in the report in which 
he declares that he cannot join in 
report of examination in so far as it re- 


the 


lates to comparisons between the Pru- 
dential and other companies. Mr. Had- 
ley says: “The other companies men- 


tioned in this report have no standing 
this examination—they cannot meet 

charges or secure any hearing regarding 
matters referred to in this report. Com- 
parison by insurance departments be- 
tween companies is, in my opinion, under 
practically all circumstances inimical to 
the best interests of the business and the 
policyholders. It proves nothing ree urd- 
ing the Prudential with respect to any 
facts brought out in this report that the 
same facts exist in other companies. ! 
do not question the accuracy of data sub- 














mitted, but I dissent to that portion of 
the report which makes any comparisons 
or shows any facts in other life insur- 
ance companies.” 
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GOOD WRITINGS SHOWN 
NORTHWESTERN MUTUAL DATA 


Big Volume of Business for Third 
Quarter and Increase in Policy 
Loans Are Features 


MILWAUKEE, WIS., Oct. 19.—Re- 
ports submitted at a meeting of the 
trustees of the Northwestern Mutual 
Life today show that the amount writ- 
ten in the third quarter of 1921 was 
nearly up to that written in the same 
period of 1919 and greatly in excess of 
that written in the third quarter of 
1918. It showed a decrease over that 
written in the third quarter of 1920, 
which was an abnormal year. 

rhe so-called paid-for life insurance 

for the third quarter of 1921 was rep- 
resented by 13,988 policies aggregating 
352,902. The total insurance in 
force in the company Sept. 30, 1921, was 
$2,334,091,850, representing 757,282 poli- 
cies. 
Death claims, endowments and smal- 
ler items paid to policyholders during 
the third quarter of 1921 aggregated 
$5,823,866, an excess of $126,330 over 
the same period of last year. Total 
payments to policyholders for the first 
nine months of 1921, including $12,789,- 
073 for dividends, amounted to $39,039,- 
008, or more than $1,700,000 more than 
was paid last year for the same period. 
The amount of life insurance shown 
paid for in those reports and an in- 
crease of over $11,000,000 in the policy 
loan account offers material for thought 
on the general business condition of 
the country. 


Light Weights and Disability 


The Fidelity Mutual Life announces 
that the attention of the medical board 
has recently been drawn to the undesir- 
ability of light weights at the younger 
ages as risks for total and permanent 
disability insurance. As a result of 
study and investigation, it has been 
found necessary to refuse disability 
where the tendency toward light 
weights is present to any marked degree 
in applicants aged under 30. The Fi- 
delity Mutual further declares that of the 
total and permanent disability claims 
incurred, a very large proportion has 
arisen from consumption or tuberculo- 
sis. It announces it is therefore neces- 
sary to exercise whatever selected care 
is possible to eliminate any class of 
risk in which the medical examination 
and physical build would indicate a sus- 
ceptibility to this disease. 


Western Life Conference 


The regular quarterly conference oi 
district supervisors of the Western Life 
ot towa was held at the home office, | 
ttended by 15 representatives. The re- 
port of new business for the year is 


non 








\ cl se to 1920 for the first nine 
n ths of 1921. September, 1921, was 
equal to the amount produced in Sep- 
tember, 1920. October is the annual 
“Br g Home the Bacon” contest orig- 


by Agency Director Deming a 
ears ago and is the year’s most 
usiastic contest. For every appli- 
1 written, the agent receives once | 
pound of “Iowa Pride Bacon,” provid- 
ng that at least five applications are 


1 


\ 





Life Notes 
a Columbia Life of Cincinnati is | 
Se‘ting out a new line of policies. 


a Phoenix Mutual of Hartford will 
decide upon its 1922 dividend schedule 
it the middle of November. 


a © Conservative Life of Wheeling. 
‘ATA sae discontinued its accident and 
sai rider, 


"he Boston Mutual of Boston has 
ianged the age limits on its disability 
clause from age 65 to age 60. 
rs rhe Columbus Mutual Life of Colum- 
one recently entered Maryland and 


Old Man Experience 
On The Job 





LD Man Experience goes right to work with 
every Lincoln Life Agent. 


He goes out to them from every Lincoln Life 
Home Office department because the officers of 
the Company have carried rate books themselves 
and have organized every function of Lincoln 
Life service to give direct help to the field force. 


Lincoln Life agents know that the liberal accept- 
ance of risks and speedy issuance of policies are 
telling assets. 


( Ul NK UP (wie Tue (LINC 


The Lincoln National Life 
Insurance Company 


“Its Name Indicates Its Character” 


Lincoln Life Building Fort Wayne, Ind. 
Now More Than $185,000,000 in Force. 
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GROWTH OF BANK PLAN 
IS CAUSING NO ALARM 


Declared Savings Bank-Life In- 
surance Contracts Are Reach- 
ing Only Small Buyers 


HEAVY LAPSE PREDICTED 


General Agents Feel That Regular 
Salesmen Will Not Be Injured 
by Activities of Banks 


At the recent annual meeting of the 
American Life Convention in Indianap- 
olis the savings bank-life insurance 
plans that have been adopted in many 
of the larger cities of the country dur- 
ing the last six months or so came in 
for some discussion. John L. Shuff, 
home office general agent of the Union 
Central, and newly elected head of the 
National Association of Life Under- 
writers, said that théspread of the savings 
bank-life insurance idea might mean that 
agents may find themselves in competi- 
tion with their own company because 
of the activities of salesmen of various 
banks. Mr. Shuff contended that on 
the surface it would appear that the sav- 
ings banks-life insurance plan might 
create some strong competition for the 
regular specializing life insurance man. 
Supplementing Mr. Shuff’s remarks, 
another official said that in several cases 
it has come to his notice that through 
the combination purchase of a savings 
account and life insurance policy, some 
banks were actually offering life insur- 
ance through such a deal at cheaper 
rates than those charged by the regular 
companies issuing life insurance sepa- 
rate from a savings account. 

Seriously Considering Plan 


The comment of these two men, both 
prominent in life insurance, indicates 
quite clearly that life insurance men, 
and particularly home office executives, 


are very much interested in the savings |, 


bank-life insurance scheme. It is no 
secret that a number of companies are 
hesitating to launch a combination life 
insurance-savings bank plan only be- 
cause they feel the opposition of their 
existing agents. The feasibility of this 
scheme is being considered by a number 
of companies. They are trying to de- 
cide whether this plan of getting new 
life insurance is worth while, whether 
it will bring results in the long run, and 
whether a plan of this kind might be 
too costly owing to the opposition and 
dissatisfaction that it would create 
among the regular agency force. 


Reaching Small Buyers 


The thing is still new, and has been 
tried out for such a short time that 
definite and final conclusions can hardly 
be given at this time. However, the 
general agent of a company who has 
been operating the plan through a large 
city bank for some months has this 
comment to make: “One thing that 
stands out clearly in connection with 
this savings bank plan is that we are 
now getting in touch with a class of 
people that were heretofore reached only 
by industrial men. We are seldom issu- 
ing policies for more than $1,000. The 
bank solicitors get out into the resi- 
dence sections, or work among the 
clerks in the big stores or factories, or 
mail order houses, and they are getting 










the small business. We find that our 
men are bringing in applications from 
people that a regular salesman would 
never reach. We are getting down to 
a class of prospects that is new to us. 


Bank Carries Weight 






“It is a strange thing that people of 
this kind buy a combination life insur- 
ance and savings plan, and yet they will 
shy at a life insurance policy alone. The 
name of the bank seems to carry a great 
deal of weight with people of this kind. 
They have confidence in the proposi- 
tion, and will spend their money on it, 
but yet if an effort is made to sell them 
a $1,000 life insurance policy, that is 
not hooked up with the savings deposit 
idea, the sale cannot be made. 

Advantages of Monthly Deposits 





















































































“As a matter of fact, the idea of mak- 
ing a regular monthly deposit fits this 
class of prospects exactly. People in 
rather ordinary circumstances who are 
able to purchase only $1,000 worth of 
life insurance had better not buy it on 
the annual premium plan. They are 
often not able to scrape together enough 
money to meet an annual payment, but 
they can deposit a comparatively small 
amount at the bank each month. This 
way of paying life insurance premium 
works out well with people of this 
kind. It keeps the business on the 
books. The contact with the officers of 
the bank 12 times a year only strength- 
ens the original confidence in the whole 
plan. The life insurance policyholder 
who walks into a bank 12 times a year 
and puts down a deposit for life insur- 
ance and a savings account, feels rather 
close to the thing that he has pur- 
chased. This is not true of the life in- 
surance company which mails out a 
premium notice once a year and receives 
m return a check or a money order 
cov ering the premium. The policyholder 
is, under this method of collecting pre- 
miums, rather far removed from thx 
company.” 





General Agents Not Excited 


It is certainly true that life insurance 
general agents as a class are not very 
much excited about the fact that a 
number of important banks have gone 
into the life insurance business. Life 
insurance agency men feel that. the 
banks will reach only a class of people 
not ordinarily called on by regular liie 
msurance men, and that the activities 
of banks operating a savings deposit- 
life insurance department will not no- 
ticeably affect the operations of the 
regular agency force. It is surprising 
to find that even in Chicago, where the 
idea seems to be growing very rapidly, 
the average general agent is little inter- 
ested in the proposition. The opinion 
persists that those who will buy life in- 
surance under a scheme of this kind are 
largely prospects who would otherwise 
be written by the industrial men, and 
not secured as policyholders by the 
men now soliciting life insurance. 


Bank Solicitors Not Life Men 





One general agent who is inclined to 
minimize the importance of banks as 
factors in the life insurance business 
said: “These men that the banks are 
sending out to sell this combination plan 
are fundamentally solicitors for the 
bank. They are after savings account 
They are not life insurance salesmen. 
They do not know the life insurance 
business thoroughly. They cannot talk 
life insurance well. They go after a man 
on the basis that he should save money, 
that he should be thrifty, that he should 
have a bank account, and that, inci- 
dentally, the bank account should be 
protected. They make a side issue of 
the life insurance feature of the plan 
They have no one at the bank who is 
stimulating them to sell life insurance. 
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SIMPSON’S LUNCHROOM 


BOARD OF TRADE BLDG., CHICAGO—Opposite Insurance Exchange 
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Home Office Helps 


The Peoples Life agency staff is particularly fortunate 
in the amount of co-operation the home office can 
give each individual representative. Operating in a 
productive field of restricted limits, it is in a position 
to keep in intimate touch with the progress and 
problems of each man. The requirements of his 
particular territory receive individual attention. 


Through such a connection a man can get the service 
that makes a business producer of every one of his 
policyholders. The company gives him strong, com- 
prehensive support in making his start and then 
handles his business in a manner that keeps it growing 
with an ever increasing proportion of sales per call. 


PEOPLES LIFE 
INSURANCE COMPANY 


Crawfordsville, Indiana 
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The bank officials are interested almost 
entirely in the securing of savings ac- 
counts, and for this reason the people 
that buy a combination savings bank- 
life insurance contract are not going to 
be positively and definitely won over to 
the life insurance idea. 
Predicts Heavy Lapse Ratio 


“Because of this, I feel that much of 
the business that the banks will write 
will go off the books. Anyone who has 
made a study of the question knows 
that there is a much higher mortality 
among savings accounts than among 
life insurance policies. Savings accounts 
do not persist nearly so strongly as life 
insurance policies. It is too easy to 
close out a savings account. A man 
may put his money in today and take it 
out tomorrow with a savings account, 
but where he buys a life insurance con- 
tract he has to keen it in force in order 
to come out on the right side of the 
ledger. The banks that have gone into 
this game are after savings accounts, 
not life insurance policies, and they will 
have about the same experience with 
the combination contracts that they 
have had with savings accounts alone.” 

It has been observed that the small, 
outlying banks in the residence dis- 
tricts, the so-called neighborhood banks, 
have taken up the life insurance plan 
| much more readily and eagerly than 
| have the larger downtown institutions. 
The neighborhood bank is close to its 
| customers. It has a personal contact 

with its depositors that is not enjoyed 

by the downtown banking house. A 
number of larger downtown banks seem 
disinclined to spend the time in working 
; out a plan of this kind. They feel that 
the results are too small to be worth the 
| effort. Some downtown banks are tak- 
ing up the plan principally as a com- 
| petitive measure That is, if other 
banks are offering a savings bank-life 
insurance contract they want to be in a 
position to extend the same service to 
depositors. The greatest growth of the 
life insurance-savings bank idea has 
been among the smaller banks, where 
the officers know personally the major- 
ity of depositors 


DISABILITY CLAUSE 
HAS AN ANNIVERSARY 


(CONTINUED FROM PAGE 1) 
ability clause was merely an accident 
| provision The fact is that accidents 
| have been responsible for only a small 
| percentage of the total claims. In the 
| 

| 





experience of the Fidelity Mutual, 
paralysis has been the greatest con- 
tributing cause, giving it 21 percent of 
| its claims. Tuberculosis comes next, 
with 19 percent, insanity 14 percent, 
other nervous disorders 12 percent. 
The Fidelity Mutual says that it is in- 
teresting in this connection to note that 
the latest available figures show that 
there are 234,055 insane people con- 
fined in asylums in the United States, 
this being 227.6 out of every 100,000 
of the general population. Statistics also 
show that about one-third of all the 
deaths that occur between the ages 
of 20 and 45 are from tuberculosis. It 
is estimated, says the Fidelity Mutual, 
that 160,000 people die each year in 
this country from tuberculosis Be- 
tween the ages of 20 and 35, one-half 
of all the deaths are from this cause. 
The Fidelity Mutual says, as it is well 
known, that in most cases death by 
tuberculosis is a slow process, some- 
times reaching over a period of years. 
These figures give an interesting indi- 
cation of the exposure to total ard 
permanent disability from this cause 
alone 


American Institute Meeting 


The fall meeting of the American In- 
stitute of Actuaries will be held at the 
Hotel LaSalle in Chicago, Nov. 17-18. 
This program will be given over en- 
tirely to the discussion of topics of cur- 
rent interest George Graham, vice- 
president of the Central States Life of 
St. Louis, is president of the American 
Institute 
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Studying Office Methods 


Mvucu attention has been given in re- 
cent years to office management on the 
part of industrial organizations. The sub- 
ject has not been given that specific direc- 
tion and application to the life insurance 
business that is possible through an or- 
recommended by former 
TaAyLor of the AMERICAN 
Lire ConveNTION. A vice-president of 
one of the stated the other 
day that by studying a phase of the work 
in a certain department in another office 
able to effect a saving of 

He declares that by mak- 
ing changes in his office after conferring 
with other companies he can save at least 
$10,000 a year. The life companies are 
using many short cut methods in the way 
of the Hollerith machines, the addresso- 


ganization as 


President C. G. 


companies 


he has been 
$2,000 a year. 


graph, mathematical machines and other 
devices that reduce labor and increase 
speed. 


Undoubtedly Mr, Taytor had in mind 
making this recommendation that it 
was possible to educate and equip insur- 


in 


ance clerks so that they can be better 
prepared for their tasks. The personal 
problem is another one that can well be 


taken up, covering such questions as the 


proper qualifications for an insurance 
clerk, the best method of developing 
esprit de corps in the organization, 


training and so on. 

If the AMERICAN Lire CONVENTION es- 
tablishes a department of this kind it will 
attract wide attention among the junior 
officers are department heads at 
home offices. There is a big opportunity 
for the exchange of ideas and much con- 
structive work. Mr. Taytor has been 
appointed chairman of the committee to 
work out plans for the new department. 
The balance of the committee has not 
yet been appointed. At the Indianapolis 
meeting of the AMERICAN LiFe CONVEN- 
TION it was decided to leave this subject 
in the hands of a special committee. The 
committee is to report at the next meet- 
ing. It offers an opportunity for some 
constructive work. 


who 


No Losses to Take on Stocks 


At various times in their careers a 
good many insurance men wonder if 
thay should have gone into some mer- 
cantile line rather than the insurance 
business. But the percentage of those 
who have had thoughts like this during 
the past few months is so small that it 
can scarcely be measured with a 
micrometer. Business conditions have 
brought out in bold relief one of the 
great advantages of insurance as a voca- 
tion. While insurance men are, on the 
average, doing a smaller business than 
they were a year ago, still none have 
taken big losses on stocks purchased 
at high prices and without customers 
even when prices are slashed. 

In their efforts to induct 


men into 


the insurance business general agents 
and company representatives always 
stress the point that the only capital 
which a man must invest to start in the 
business is his time. Events of the past 
half year give a fine additional talking 
point that will no doubt be used to good 
advantage, especially with men 
acquainted with retail merchandising. 
Put this fact before a traveling sales- 
man, a store manager or clerk, or a 
man who has engaged in the retail busi- 
ness, and it will make a big impression. 
It will also go over with the salaried 
man in the manufacturing and whole- 
saling fields if that man has had any 
contact with the dealers which his com- 
pany sells through. 


Farmers and Inheritance Tax 


Many farm insurance salesmen do 
not regard the farmer as a prospect 
for inheritance tax insurance. The 
Equitable Life of New York, however, 
declares that inheritance tax arguments 
can be used with good effect in the 
agricultural communities. Many far- 
mers have become wealthy and own 
valuable farms. At the present time he 
finds that money is very tight, prices 
are down and he is having difficulty 
in borrowing money. The farmer may 
have his farm mortgaged and perhaps 
some of his live stock. If he were 
called upon to pay over a few thou- 
sand dollars in cash it would call for 
a great sacrifice. He overlooks the 


fact that in case of death additional 
money would be required to meet the 
inheritance taxes and administration 
expense. There will also be other im- 
mediate needs at that time. 

The Equitable says, “Inheritance tax 
insurance in a substantial amount will 
enable the executors to pay the ex- 
penses of administration, pay the state 
and federal inheritance tax, to liquidate 
the debts and to carry on the farm in 
a substantial business-like manner. 
These taxes are truthfully a mortgage 
that matures at death. Inheritance tax 
insurance provides the means for dis- 
charging this mortgage and makes pay- 
ment for and not from the estate.” 
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Altogether $300,000 insurance has 
been placed by George Woodbridge of 
the F. W. Fuller agency of the Equita- 
ble of New York at Boston on a young 
business man. 

In telling of his experience the 
equitable says: “Mr. Woodbridge states 
that the insurance was sold in vary- 
ing amounts and at different periods. 
The insured was educated to the neces- 
sity of projecting his earnings into the 
future benefit of his family in case - 
his premature death. This resulted i 
an initial policy for $100,000. The aden 
step was to convince his business asso- 
ciates of the value of business insur- 
ance on his life. Accordingly a $50,000 
policy was written to protect a loan 
from the bank. 

“Recently, following a _ successful 
financial venture engineered by the in- 
sured, Mr. Woodbridge suggested to the 
firm that a replacement fund be pro- 
vided in order to secure a substitute in 
case of his death. Fifty thousand dol- 
lars more was thus placed, a total of 
$100,000 business insurance. When the 
Equitable increased its limit of insur- 
ance on Aug. 1, Mr. Woodbridge sug- 
gested another $100,000 for the protec- 
tion of the family, and this was placed, 
with the result that he is now insured 
for $200,000 personal insurance and 
$100,000 business insurance. 

“Mr. Woodbridge concludes with the 
statement that “knowledge of the facts, 
a direct and simple presentation, and 
the use of percentages between deposit 
and maturity, bringing out that the 
maximum cost of the protection would 
be something less than the interest on 
the premiums, carried the case through.” 


H. V. Donnelly has resigned as as- 
sistant secretary of the Missouri State 
Life. He will become a representative 
of the Donnelly Garment Company at 
Kansas City, which is controlled by his 
brother, Paul Donnelly. H. V. Don- 
nelly was formerly conected with the 
Frisco Railway Company at St. Louis, 
but on April 2, 1906, he went with the 
Missouri State Life in the actuarial de- 
partment. He worked afterwards into 
the agency department, becoming later 
an assistant secretary. 

President Rupert F. Fry of the Old 
Line Life of America is at Trinity hos- 
pital, Milwaukee, suffering from the ef- 
fects of an automobile accident Sunday 
night. Blinded by the headlights of an 
on-coming automobile, just after dusk, 
according to the best reports obtainable, 
Mr. Fry missed the edge of the con- 
crete road on which he was driving at 
the time of the accident, and the twist 
of the front wheels as it hit the soft dirt 
at the side of the concrete spilled him 
onto the highway, and also seriously in- 
jured the mechanism of his car. An 
especially severe nervous shock was 
sustained by Mr. Fry, and every caution 
is being employed to permit him to 
overcome this without relapse. Latest 
advices from his physicians are that Mr. 
Fry has every chance for an early re- 
covery, and no complications are ex- 
pected. 

When the constitution of the Na- 
tional Association of Life Underwriters 
was changed at the Boston convention 
to allow the election of a woman to 
the national board, and Mrs. Florence 
E. Shaal of Boston was elected a vice- 
president of the organization, there 
were those who thought the associa- 
tion had rather strained a point to pay 
a pretty compliment to one of the 
gentler sex. But when Mrs. Shaal ap- 
peared at the Cleveland convention re- 
cently, on the completion of her first 
year as vice-president, with her mas- 
terly report on a census of the women 
underwriters of the country, compiled 
entirely by herself, it was at once rec- 
ognized that here was a woman who 
did things, and that rather than be 
content to merely accept the honor of 














MRS. FLORENCE E. SHAAL 
the position she had actually set a 
pace for any officeholder in the asso- 


ciation which might be hard to follow. 

It is some 20 years now since Mrs. 
Shaal, on the advice of friends, took 
up the business of insurance. She be- 
gan with the Equitable Life of New 
York in that city and, although she 
had never had any business experience, 
a charming personality and _ evident 
sincerity in her vocation helped her on 
and by indomitable perseverance she 
soon won a place which attracted the 
attention of the company. When the 
Equitable established its first women’s 
department in Boston, Mrs. Shaal was 
at once selected to take charge. She 
began a systematic career of public 
service which brought her r acquaintances 
and friends and led the way to large 
writings. In every walk of life she has 
looked for bright, young, cultured girls 
with business instincts that she might 
develop them in her agency for the life 
insurance field. As a result, she has 
built up a superior organization of 
estimable young women who are writ- 
ing a large volume of business each 
year, the agency now paying for some 
thing like $3,500,000 annually. 


_In addition to her activities in the 
National Association, she has always 
taken deep interest in the New Eng- 


land Women’s Life Underwriters Asso- 
ciation, having served it for 10 years 
as president. . 

Dr. W. R. Cluness, Jr., 
rector of the West Coast Life, 
suffered a severe attack a few weeks 
ago which confined him to the hospital 
under the care of special nurses, 
has recovered sufficiently to leave 
hospital and to visit his office a few 
hours a day. Fears were entertained 
by the doctor’s friends for many day 


di- 


who 


medical 


etc... 
the 


in fact, until the moment he walked 
into the home office of the compar 
this week and announced himself. He 
was immediately ordered home, but 1 
fused to go in a hurry, looking over 
his desk and satisfying himself that 
everything was in order. 


One of the newer agents of Johnst 

& Clark, general agents at Detroit for 
the Mutual Benefit Life is Thomas May. 
Since his connection with the company 
he has written 26 lives and stands well 
up in the lists of salesmen. Mr. Ma‘ 
was cartoonist of the Detroit “Journal” 
for a number of years and later con- 
nected with the Detroit “Times.” 
was one of the best-known cartoonists 
in the country and ranked with the 
foremost fun-makers in that field. 
he can put anything like the “pep” into 
selling insurance that he did in his car- 
toons, his risks will be sure to laugh 
and live long. 
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IMPORTANCE OF LONG 
ENDOWMENT IS SHOWN 


William S. Ashbrook of Provident 
Life & Trust Tells Where 
It Is of Value 


AGENTS GET WRONG IDEA 


Inclined to Consider 20-Year as Stand- 
ard Endowment Cost Compared 
with Ordinary Life 


PHILADELPHIA, PA., Oct. 18.— 
In a recent conversation, William S. 
Ashbrook, agency secretary of the 
Provident Life & Trust, said that the 
gateway to the subject of endowment 
insurance is the long endowment. Be- 
fore colleges had life insurance depart- 
ments and before courses were given 
in life insurance salesmanship, as is 
now the case at the Carnegie Insitute 
of Technology and elsewhere, the crain- 
ing of agents left much to be desired. 
The common procedure was to give 
a new agent a rate book and tell hm 
to go out and sell insurance. 


Endowment Education Limited 


Such a new agent was apt in his 
study of life insurance not to go be- 
yond three forms, ordinary life, 20- 
payment life and 20-year endowment. 
His endowment education was apt to 
begin, and end, very much in this 
fashion. Having noted that ordinary 
life, say at 35, approximated $25, he 
turned over a page and saw 10-year 
endowment quoted at approximately 
$100, and said “Ouch!” Then on the 
next page he saw 15-year endowment 
quoted say at $75 and said “Ouch!” 
again, only not quite so loud. Then 
on the next page he found 20-year 
endowment quoted at approximately 
$50, and remarked to himself, “Fifty 


For approximately 5 cents more a week 
than an ordinary life would have cost 
him he can have his endowment ma- 
ture at 65. That is to say, the differ- 
ence of 5 cents a week by the time he 
is 65 means a difference between $563, 
the cash value of an ordinary life, and | 
$1,000, the cash value of the endowment. 





| 
i 
Little Difference in Cost 
A young man of 25 can get an en-| 
dowment at 70 and it will only cost | 
him $1.92 a year more than an ordinary | 
life would have cost him, less by 68 
cents than the cost of a 5-cent cigar 
a week. When he takes out an endow- 
ment at 70 he isn’t changing over from | 
a pure protection policy to an invest- | 
ment policy, he is simply adding less 
than 4 cents a week to the investment | 
element which is already present in an 
ordinary life, so as to make the policy 
more convenient to him when he reaches 
age 70. By paying less than 4 cents 
a week more than the ordinary life 





The Globe Mutual Life Insurance Company 


OF CHICAGO, ILLINOIS 
Results for 1920 


Gain in insurance in force over last year (1919) 128 per cent 
Gain in interest income oo = 


Gain in insurance written “ “ “ " Go - = 
Gain in assets _ = . aati 
ee rr oN. . eacaneeonsecens _ = © 
EE 6g 65066e8ecseseerdisesecenss nw a = 


The above figures are the results of the highest grade of 
service to policyholders and representatives 


THE LATEST IS CLAIMS PAID BY TELEGRAPH 


It Is the Last Word in 
SERVICE 
T. F. BARRY, President, Gen’! Manager and Founder 





would have cost him he has arranged 


= 





it so that when he comes to age 70 
his policy becomes an income and not 
an expense, as would be the case with 
an ordinary life, upon which he would | 
have to keep on paying premiums, or | 
else discount the policy for $633. 


Needs Protection at 65 


A man of 35 is married and has two | 
children. It is well for him to remem- 
ber that actually he may need protec- | 
tion more at 65 than he needs it today. 
His children grow up and marry. His 
daughter marries a man who is ap- 
parently well off. But the son-in-law | 





may die and leave his widow either with | 


HOME LIFE INSURANCE COMPANY 


of America 
Incorporated 1899 


PROTECTION FOR THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from age 8 
months next bisthday to 60 years. 
Industrial policies are in full immediate benefit from date of issue. 
Ordinary polisies contain a valuable Disability clause and are guaranteed 
by State Endorsement. 

GOOD CONTRACTS FOR LIVE AGENTS 


Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. 
BASIL S. WALSH, Pres. JOSEPH L. DURKIN, Secy. JOHN J. GALLAGHER, Treas. 





little or no insurance and otherwise very 





inadequately provided for. Then the 
daughter who is thus left unprovided for | 
has to come home with her children to 
live with her father. The father needs 
insurance more then than he did when | 
he took out his policy. He has an 
ordinary life because when he took it 
out he figured it would be cheaper. 
He has to keep paying premiums on it | 
as long as he lives. Had it been an | 
endowment at 65 it would then give | 
him the money to help support his 
daughter. The average man does not 
look far enough ahead to censider this 
possibility that after his children are 





dollars; well, 1 mig'it get someone to 
fall for that.” It seems laughable, but it 
is true that in 2 great many cases 
this was the extent of the new agent's 
endowment education. 

\s a result of an endowment educa- 
tion that was too soon ended, the aver- 
age agent thinks that there is a chasm 
between the life form on the one hand 
and the endowment forms on the other. 
But this is not true. He only thinks 
so because when he first opened his 


married they may be left unprovided for 

and come back to him for support. 
We see in actual life that a man has 

to protect not only his family against | 








his premature death, but he has to pro- 
tect himself also against his own old 
age. It has been well said that the long 
term endowment policy is the most un- 
selfish policy because it saves a man 
from becoming dependent upon his 





Security Mutual Agents 
are successful 
WHY ? 


The reasons are many 


First —Our rates are right 
Second—Our policies are attractive 

Third —Our Company is reliable 
Fourth—Our agents have our co-operation 


We can give good men good territory 


If you are interested, address 
C. H. Jackson, Supt. of Agencies 


SECURITY MUTUAL LIFE INSURANCE CO. 


Binghamton, N. Y. 








children in his own old age. 








rate book he found ordinary life quoted 
at $25 and on the next page 10-year 
endowment quoted at $100. Today the 
companies which have given the mat- 
ter attention see that their rate books 
publish immediately after the life forms 
(which are, of course, endowments at 
96) their next longest endowment, say 
at 85 or at 80. In this way they have 
put the gate where the gate belongs, for 
as has been said, long term endowment 
is the gateway to the whole subject of 
endowment insurance. 


Twenty-Year Not Standard Endowment 


One of the echoes from the time when 
agents were not well trained is “a man 
can get twice as much ordinary life as 


he can endowment for the same cost.” 
It is surprising how often a veteran 
Says that. The statement is based upon 


the fallacy that the 20-year endowment 
is the standard endowment, or the only 


endowment the veteran happened to 
notice when he first began to study a 
rate book. If a man, say of 25, had 
to confine his choice to an ordinary 


life or a 20-year endowment as the 
only alternatives, then, of course, in 99 
cases - of 100 the ordinary life would 
be the better choice. But his choice is 
not so limited. 

‘or instance, for a young man of 20, 
an endowment maturing at age 75 costs 





Incorporated 1844 


B. H. WRIGHT 
President 





In Its 77th Year 





The Policy of Protection Plus Pecuniary Far-Sightedness 
Is Pre-eminently STATE MUTUAL. 


Our agency organization places honest service rendered 
the acme of all insurance attainment. 


STATE MUTUAL LIFE ASSURANCE COMPANY 


WORCESTER, MASSACHUSETTS 


STEPHEN IRELAND D. W. CARTER 
Superintendent of Agencies Secretary 








only 64 cents more than an ordinary life. 
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STATE LIFE 


INSURANCE | COMPANY 





INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the 
Sole Protection of Policyholders 





PROGRESSIVE $3 CONSERVATIVE 


The Growth of Oak—The Solidity of Granite 





On Agency Matters Address, CHARLES F. COFFIN, Vice-President 
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Monthly Pension Bonds 


(Copyrighted) 
Under Our Service Pension Contract 


THE LA FAYETTE LIFE INSURANCE CO. 


LIVE MEN CAN DOUBLE THEIR INCOME SELLING OUR 


W. W. LANE, Secretary LA FAYETTE, INDIANA A. E. WERKHOFF, President 















NEW ORLEANS, U. S. A. 


PAN AMERICAN LIFE INSURANCE COMPANY 
CRAWFORD H. ELLIS, President 


THE PAN-AMERICAN WAY 


Total Resources Dec. 31st, 1920 - $ 8,742,060.93 N KEEPING with the higher Ideals and Ethics of the business, the Pan-American does not 
‘ ’ . ‘ seek to employ agents of other companies, but by interesting men of intelligence, character aad 


New Insurance Paid for 1920 ° 


Insurance in Force 
Giadiaive é enemas teeped enter Bente Sedemahty Poeetieed Address E. G. SIMMONS, Vice-President & General Manager, 


clean record, instructing them by correspondence, and assisting them by the active co-operation of 
31,433,676.00 specially trained men, it has built up a field organization that is prosperous and contented. 
2 n . 91.408.227.00 What these agents are doing, you can do, if you have the will—the Pan-American Way is 


open to you. 


New Orleans, La 






























MR AGENT! THOMAS J. OWENS, President DR. ALBERT SEATON, Vice-President and Medical Director CLAUDE T. TUCK, Secretary 
: Occidental Building 

Doe nets Sa aan CENTURY LIFE INSURAN CE CO., INDIANAPOLIS 

Low on ‘a Splendid ——— Capital, $200,000 NO ORGANIZATION EXPENSE Surplus, $100,000 

for 70 years? FA Be ah bo bt wv o inp ated business men Managed ty on perienced and famili . 

Then why not take a General Agency build ane sep Seneve Se hg the management to partments of life insurance work. 


OUR AGENTS AND POLICY HOLDERS 
STICK! 


in iss HOME STATE for 


THE ST. LOUIS 








We offer agents experienced management, superior policy contracts. 
choice territory, progressive field and home office methods and an 
MUTUAL LIFE old-fashioned general agency contract that means money. 
If you want to be affiliated with an institution that has real red bleed in its veins---that has all the elements of growth and permanency—- 


WRITE THE HOME OFFICE Tell us where you want to work 
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MUCH INTEREST SHOWN 
CONTINENTAL LIFE’S PLANS 


Company Will Soon Be Reorganized 
and Will Be More Aggressively 
in the Field 


Life insurance men are greatly in- 
terested in the sale of the majority of 
the stock of the Continental Life of 
Kansas City to a group of business 
and insurance men of St. Louis, headed 
by Edmund P. Melson, who was former 
president of the Missouri State Life, 
and John W. Cooper, who was formerly 
president of the Continental. This in- 
sures these two former presidents a 
new lease on life in the insurance busi- 
ness. Mr. Melson has not been heard 
of in insurance circles since he retired 
from the Missouri State. Charles G. 
Revelle, St. Louis attorney, who is 
former insurance commissioner of 
Missouri, is also a big factor in the 
transaction. The large part of the 
stock purchased was bought from the 
International Life, which had acquired 
the stock last May. It is the purpose 
of the new owners of the stock to join 
the minority interest in continuing the 
company. The company will be re- 
organized, its officers changed and the 
decks will be cleared for very aggres- 
sive operations. 


Liberty Life, Des Moines.—It was 
formerly the Mystic Toilers, a _ fra- 
ternal, and has about $2,000,000 of in- 
surance in force. Its latest financial 
statement shows assets $211,667; reserve, 
$30,789; capital, $101,000 and net surplus 
$72,216. It was organized as the Mystic 
Toilers in 1899. It writes only non- 
participating insurance. 





James Baley of Kenosha, Wis., district 
manager of the Massachusetts Mutual 
Life, has resigned and hereafter will 
make his home in Cocoanut Grove, Fla. 














LIFE AGENCY CHANGES 7 

















NEW HEADS IN TWO STATES 


Philadelphia Life Names E. J. Strick- | 


land Ohio Supervisor—E. C. Frank 
Michigan State Agent 


The Philadelphia Life announces the 
appointment of E. J. 


Ohio, with headquarters at Cleveland 
and at Elyria, and the appointment of 
Edward C. Frank of Detroit as state 
agent for Michigan. 


Supervisor Strickland is well and fa- | 


vorably known in northern Ohio and 
he holds an enviable record as a suc- 
cessful field manager, both as an or- 


ganizer and as a business getter. He | 
represented the Ohio National Life for | 


several years as general agent and dur- 
ing the connection he built up a large 
and productive agency. He _ subse- 
quently was identified with the Cleve- 
land Life in the capacity of supervisor 
of agents. He relinquished the position 
to associate with the Chandler and 
Cleveland automobile agency at Elyria. 

State Agent Frank was formerly af- 
filiated with Benjamin Jacobson, gen- 
eral agent at Detroit for the Minnesota 
Mutual Life, and during his two years 
of activity in life underwriting hx 
proved a most successful producer. He 
inaugurated his new connection by 
sending the company $150,000 of very 
desirable Michigan business. 


Detroit Life Changes 


Homer Darby, of Darby & Mallinson, 
has been appointed general agent for 
the Detroit Life at Flint. He is one of 
the best-known life men in the state and 
aiter a flyer in real estate, has again 
taken up the life insurance work for the 
Detroit company. 


J. Strickland of | 
Elyria, O., as home office supervisor for | 


| E. J. Neuber has been appointed 
| superintendent of agents of the Upper 
Peninsula. He has made a good record 
in that locality. 

| Clare Lamoreaux has taken over the 
Lansing agency of the Detroit Life and 


| during the year so far has written more | , Be. , che 
| field in the southwesteru part of the 


than $460,000. His work in the Upper 
Peninsula so impressed the officers of 
the Detroit Life that this appointment 
was in the nature of a promotion and 
recognition of his services. 

He has been connected with the com- 
pany for many years and has worked 
his way up. He was assistant superin- 
tendent of agencies in the Upper Penin- 
sula. He comes from a life insurance 
family, so to speak, and his father is 
state agent for the Guardian Life. 


A. Norman Dempsey 


Vice-President T. Louis Hansen of 
the Guardian Life of New York an- 
nounces the appointment of A. Norman 
Dempsey as manager of its Denver 
agency. For the last seven years Mr. 
Dempsey has been one of the leading 
| producers of the Mutual Benefit agency 
at Denver. He is recognized as one 
of the most prominent life men in the 
state, being very active in the affairs 
of the Colorado Association of Life Un- 
| derwriters, which body honored him by 
electing him president for 1921. 

The Guardian's 


superintendent of 
| agencies, George L. Hunt, is in Denver 
this week to be present when Mr 
Dempsey assumes his new duties. The 


Guardian office remains as formerly at | 


92° 


232-36 Cooper building. 





Mutual Benefits Michigan Changes 


\ number of changes have taken 


| Mutual Benefit Life in Michigan. Asa 


}in Syria, 


| tiac, Mich., has been transferred to 
Flint, where he will cooperate with E. 
| H. Brockway, who has been the Flint 
| manager for a number of years. Sey- 
| mour Buckner, until recently connected 
| 


with the New York City agency, will 
succeed Mr. Gray as manager at 
Pontiac. 

Henry J. Schwab, formerly connected 
with the company’s Hartford agency, 
has been appointed district manager at 
Albion, Mich., covering an important 


state. Donald S. Stewart was recently 
appointed district manager at Hillsdale, 
Mich., which territory covers the coun- 
ties of Hillsdale and Lenawee. 


George W. Hanna 


George W. Hanna, solicitor in the 
southwestern department of the Illinois 
Life, has been appointed city manager 
in Kansas City under W. B. Davis, 
southwestern manager. Mr. Hanna 
succeeds H. B. McAfee, who resigned 
recently to engage in educational work 
Mr. Hanna wrote $26,000 new 
business in September and has already 
turned in a good amount for October. 
While he is one of the newcomers to 
the Illinois Life, he has impressed the 
southwestern department with his abil- 
ity to produce. 


Fred H. French 


Che appointment of Fred H. French 
of the Milwaukee agency of the North- 
western Mutual as general agent for 
Utah, with headquarters at Salt Lake 
City, is announced by the home office 





P. M. Harper and G. H. Holley 


P. M. Harper, who has represented the 
Missouri State Life as general agent in 
Jackson, Miss., and Memphis Tenn.,, 


| since July 1, 1906, has tendered his resig- 
| nation and has been succeeded by George 


. ~ |H Holley of 
place in the state organization of the | 


| P. Gray, until recently manager at Pon- ! 


Memphis, one of Mr 
Harper's leading writers 

Mr. Harper is one of the best known 
insurance men of the south and at this 











COMPANY STANDING: 


CT scp ccenseceveaes 
DE vs¢eedsecn ence 
DD citeasenedeear 
INSURANCE IN FORCE 
PERSONNEL: A 
Office organization, free from 


official is a working factor. 
Unusually strong Board of Dir 


for twelve years. 

Loyal, energetic agency force, < 
upon which to build. 

A company of proven stability w 


progress, 


TERRITORY: We operate in 


Wm. H. Hunt, President 





well-bal: 


needing only the additional agency talent now sought. 


The Outstanding Features of This Position Are : 


FROM OUR SIDE 


We were incorporated in 1906. 


Our financial statement October Ist, 1921, shows: 


rikessVerseens $ 3,784,317.00 
250,000.00 

75,510.00 
eT ee 31,000,000.00 


inced departmentalized Home 
personal jealousies and friction, 
Every 


ectors in whom stock control of 


the company is vested, whose personnel has remained unchanged 


iffording an excellent foundation 


‘ith a record of steady substantial 


OHIO, INDIANA, ILLINOIS, 


WEST VIRGINIA, MICHIGAN and PENNSYLVANIA, and 


write both Participating and Non-Participating business. 


WE PROPOSE TO 


FROM YOUR SIDE 


QUALIFICATIONS: 


\ clean 


makes friends and inspires confidence. 


tion. 


OPPORTUNITY: 


siderable latitude in the handling of his assignment and will have 


the close, hearty co-operation of company executives. 


THE ASSIGNMENT: 


agency-wise. 


quisition of new agents of quality and character consistent with 
high standards, and seeing that they get started in the right way. 
We seek a man who desires a permanent tie in a field of larger 
responsibility and who knows the value of team work. Two new 


field supervisors will also be added to aid where needed. 


START AT ONCE 


H. M. Moore, Vice-Pres. and Secretary 


WE WANT A MAN OF PROVEN ABILITY 


To Fill an Important Opening in Our Home Office Family. 


record, 
\ liking and capacity for hard work. 


The man of our choice will be given con- 


Constructive territorial development 


Leadership and direction of the field forces. Ac- 


an aggressive and persistent enlargement of our productive capacity. Personal interviews will be arranged with men of promise. 
Address us confidentially, stating just why you believe this is YOUR JOB. 


THE CLEVELAND LIFE INSURANCE COMPANY 
CLEVELAND, OHIO 


\ personality w hich 


Initiative and imagina 
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OHIO, INDIANA and ILLINOIS 






Tennessee, intends to enter these states. 












giving full particulars. 


contract years. 


THE VOLUNTEER STATE LIFE INSURANCE COMPANY, of Chattanooga, 


This announcement is not addressed to satisfied representatives 
of other Companies, but to experienced, successful life insurance 
solicitors who wish to obtain General Agency contracts. 


If your character is above reproach, and if you have paid for 
a minimum of $200,000 annually for the last three years, and if 
you are ambitious to own and operate a General Agency,—write us, 


Liberal financial assistance extended during the first two 


Minor Morton, Vice President & Agency Manager 














































business. 

















For twenty-seven years it has enforced a stringent Anti-Rebate Rule. 


of another company upon an anti-rebate agreement from him. 


with the company and otherwise qualified. 


and the loyalty of the agency force of 


LIFE 
Milwaukee co mI PAN Y 





The Northwestern Mutual Life 


TH R= - Insurance Company was the pioneer in 


establishing rules to protect itself and its 


a ULES: agents against evils which demoralized the 


For twenty-three years it has observed a No Brokerage Rule which prohibits the acceptance of 
business from, or the payment of commissions to, other than an agent of the company. Excep- 
tion only is made in the case of legitimate surplus business and then only from a licensed agent 


For more than twenty-eight years it has adhered to its present Civil Service Rule which 
provides that all appointments to general agencies shall be made from those already connected 


To the literal enforcement of these rules is attributed, in large part, the success, high character 


THE NORTHWESTERN MUTUAL 
INSURANCE 


Wisconsin 



























HOME OFFICE 
SPRINGFIELD, ILLINOIS 
An Old Line Legal Reserve Life Insurance Company 
A Company of Service 


and held in Trust by the Insurance Department of the State 


H. B. HILL, President G. C. ROCKWOOD, Vice-Pres. JAS. FAIRLIE, Vice-Pres. and Actuary 





MUTUAL LIFE OF ILLINOIS 


Service to Policy Holders Service to Agents Service to the Public 
Operates under the Famous ‘‘Registration Act” which requires the reserve on every policy issued to be deposited 


Live Up-to-Date Policies Ordinary Life Limited Payment and Endowments 
A few good openings for good live producers in Illinois. Correspondence Invited. 


DR. J. R. NEAL, Sec. 






















A POINT IN YOUR FAVOR 





sent be outdone in service. 





LANSING, MICHIGAN 


N. P. HULL, Pres. C. H. BRAMBLE, Secy. and Treas. 


















The Grange Life is an opportunity for live agents. They have that opportunity of selling 
a policy lower in cost than many others and can still go into any community, confident in 
the knowledge that the protection they offer cannot be bettered nor the company they repre- 


GRANGE LIFE INSURANCE COMPANY 


lt. D. WALLINGTON, Supt. of Agents 














time is also president of the Memphis 
Life Underwriters Association. He has 
been planning for some time to represent 
_the company on the Pacific Coast, pre- 
ferably in California, and is now con- 
sidering an agency with the company in 
one of the western states. 





Life Agency Notes 


Walter Schmitz, well known Milwau- 
kee life man, for some years with the 
Travelers’ Milwaukee office, has joined 
the agency forces of the Milwaukee 
Equitable Life offices, under E. L. Car- 
son, manager. 

Clinton Davidson of Davidson & Col- 
dan of Louisville, general agents of the 
Connecticut Mutual, has been appointed 
general agent at Buffalo, N, Y. The 
firm was recently appointed Louisville 
general agents to succeed W. H. Harri- 
son, who was appointed assistant super- 
intendent of agents. Both men had been 
connected with the Mutual Benefit Life. 

Clement A, Singleton, C. G. Clyde and 
Almar Oakley have become associated 
with the State Mutual Life at St. Louis, 
John J, Kelly, general agent. Mr. Sin- 
gleton was for several years sales rep- 
resentative of the Ceneral Motors and 
Gardner Motor Car Company. Mr. Clyde 
was connected with the Lynton H. Block 
Company and Mr. Oakley with the Bat- 
tery Supplies and Equipment Company. 

Managers Dickey & Morgan of the 
Philadelphia agency of the Mutual Life 
of New York announce the appointment 
of James Lee Bost to the sales force of 
the Quaker City organization. Mr. Bost 
is a past president of the Life Under- 
writers Association of the District of 
Columbia, is secretary of the John Hop- 
kins Alumni Association, past president 
of the North Carolina Society and a life 
underwriter of the highest standing and 
purpose, 








WITH INDUSTRIAL MEN 




















Form Goodfellowship Club 


Through the efforts of J. V. Conatser, 
superintendent in Chattanooga, Tenn., 
for the American National of Galveston, 
the agents of that company have organ- 
ized a Goodfellowship Club. The mem- 
bership at present is 15, composed of Mr. 
Conatser, his two assistants, the agency 
eashier, and eleven agents connected 
with the Chattanooga office. Meetings 
are held regularly, the purpose being to 
promote good fellowship among the 
agency, as the name of the organization 
would indicate, and also to undertake 
certain educational work. This is the 
only club of its kind among life indus- 
trial men in Chattanooga. 





Conservative Life Appointments 


W. Cc. Jennings has been appointed 
superintendent of the Conservative Life 
of South Bend, Ind., at Fort Wayne, 
Ind, Frank Van Horn has been ap- 
pointed superintendent at Marion, Ind. 
He has been assistant superintendent for 
one of the large industrial companies. 
Nathan Hockman has been appointed 
superintendent at Gary, Ind. Leon H. 
Godchaux has been appointed home office 
inspector. He has been connected with 
one of the industrial companies. G. J. 
McLaughlin has been appointed superin- 
tendent at Munsey. W. S. Peterson has 
been appointed superintendent at Ham- 
mond, Ind. H. C. Searcy has been ap- 
pointed ordinary instructor. He has had 
20 years’ service in the insurance bus- 
iness. 





Prudential News 


The members of the Minneapolis staf 
of the Prudential with their wives were 
tendered a dinner by the company in 
honor of Superintendent W. A. Thomp- 
son’s 25 years of service. 

Recent promotions among the age 
ranks to _ assistant superintendents: 
James E. Mountain, St. Paul, Minn.; OS- 
car A. O’Green, Waterloo, Iowa; Peter J 
McDonough, Minneapolis, Minn. 

Charles F. Tucker of St. Joseph, Mo. 
is doing splendid work both in industrial 
and ordinary. 


ncy 


Will Hold Sales Congresses 


The Canadian Life Underwriters As- 
sociation is arranging to hold a s¢ 
of sales congresses throughout Cana 
this season patterned after the success- 
ful meetings of like nature that were 
held in the United States last year. The 
first meeting will be held in Quebec in 
January, and only the French “language 
will be spoken at this congress. 
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DIRECTORY OF 
LIFE INSURANCE 


ILLINOIS 


| YMAN & PALMER 
General Agents for Illinois 
BERKSHIRE LIFE INS. CO. 
of Pittsfield, Mass. 
105 So. La Salle 
CHICAGO, ILLINOIS 


























WANTED 


to get in touch with Life Insur- 
ance Agents and General Agents 
tor State of Illinois by growing, 
progressive Company. 

Liberal contracts with attractive 
renewals. 


Insurance in force to December 
31, 1919, $6,005,686.00. 


Providers Life Assurance Co. 


Home Offices 
10 South La Salle Street 
CHICAGO, ILL. 








LOCAL ASSOCIATIONS 





a 





Hartford, agent of the New York Life, 


week. The other officers elected are: 
first vice-president, Richard Greening, 
Hartford, Mutual Benefit; second vice- 
president, Edward S. Stoughton, New 
London, Mutual Life of New York; secre- 
tary-treasurer, James B. Moody, jr., 
Hartford, agency superintendent for Con- 


land Mutual; George W. Greene, Water- 


Bridgeport, Phoenix Mutual; John H. 
Ehn, Hartford, Mutual Trust of Chicago; 
Daniel F. Buckley, Waterbury, Metro- 
politan; Theodore T. Phillips, Bridgeport, 
Phoenix Mutual. 

Reports concerning the work of the 
year were read by the retiring president, 


Moody. Winslow Russell, vice-president 
of the Phoenix Mutual Life, addressed 
the association. 

The association was organized in 1890 
by a handful of men The membership 
is now 192. Bi-monthly meetings are held, 
and the annual outing is in June. The 
big thing “put over” was the Southern 
New England sales congress. There will 
be another probably next March. The 


Connecticut association cooperating with 
the Massachusetts and Vermont associa- 
tions. 
> & © 

Davenport, Ta—An educational cam- 
paign which will be extended to nearby 
cities was decided upon by the Daven- 
port Association at its meeting last 
Saturday. It will consist of a_ series 














“SOMETHING 
NEW FOR 
AGENTS” 








National 
American 
Life 

Insurance 
Company 








Burlington, Iowa 











“All that its 
name implies” 


The 


Square 
deal 


Agency Contract 


Write for particulars. 





Insurance Company 


Home Office, Madison, Wis. 


of lectures by local men to be given to 
the students of the high schools The 
committee which will have charge of 
this educational work consists of H. L 
Amber, Guy D. Doud, Carl LeBuhn, L, M. 
B. Morrissey and A. W. Van Houten. 
There will be about ten speakers for the 
school lectures. 
* * * 

Chicago—At the annual meeting of 
the Chicago association, to be held Oct 
24, President W. D. Wyman of the Berk- 
shire Life will be the speaker of the 
evening He was formerly president of 
the Chicago association and later of the 
National association. The nominating 
committee has recommended the follow- 
ing ticket: President, Darby A. Day, Mu- 
tual Life: vice-president, Harry E, Me- 
Namer, Equitable of New York; secre- 





| nette, Fidelity Mutual; H. W. Caldwell, 
| New England Mutual; Byron C. Howes, 





tary, E. J. Faltysek, Northwestern Mu- 


| 


| 





tual; executive committee—W. J. Ar- 


Union Central; Joseph Mills, Metropoli- 
tan; and Robert F,. Shafer, New York 
Life. The holdover members of the ex- 
ecutive committee are U. C. Upjohn, 
Equitable of Iowa; John H. Dingle, Mas- 
sachusetts Mutual; H. H. Moulton, Prov- 
ident Life & Trust; Carl Joseph, Mutual 
Benefit, and Jens Smith, Pacific Mutual 
* * * 

Milwaukee, Wis.—Frank L. Jones of 
the Carnegie Institute will lecture on 
“Projection vs. Protection” at the Octo- 
ber meeting of the Milwaukee Associ- 
ation, Friday. FE. L. Carson, head of the 
Equitable agency, made the arrange- 
ments for the October program, and will 
conduct the meeting, in line with the 
new policy of the organization, to have 
one of the board of directors in charge 
of each monthly meeting, in rotation 
The November meeting will be in charge 
of Gifford T. Vermillion of the Mutual 
Life of New York. 

. . >. 

Sioux City, Ia.—The Cctober meeting 
of the Sioux City Association will be 
held Saturday evening, dinner being 
served promptly at 6:30. James J. Crow- | 
ley of the Massachusetts Mutual will | 
have charge of the meeting, which will | 
discuss “The Money Value of Human | 
Life.’ The September meeting of the | 
association indicated that the members | 
propose to take a very active interest | 
in the meetings this fall and winter 

> > . 





Chattanooga, Tenn.—At the regular | 
monthly meeting of the Chattanooga As- | 
sociation last Friday, Walter Ford, trust 
officer of the Chattanooga Savings Bank, | 
was the principal speaker. Mr. Ford's | 
subject was “Federal and State Taxation 
of Estate.” However, his address, which 
was most instructive and well received, 
might have been called more appropri- 











ately an explanation of the recent 





Hartford, Conn.—Max Hartstal!l of | 


was elected president of the Connecticut | 
Association at its annual meeting last | 


necticut, New England Mutual of Boston. 
The executive committee is composed 
of Fred S. Keach, New Haven, New Eng- | 


bury, Mutual Benefit; John W. Moore, | 


John W. Moore, and Secretary-Treasurer | 


| 


| 
| 
| 





next one will be held in Springfield, the 


YOUR CHANCE FOR SUCCESS 


will be best—when you have behind you a Com- 
pany so officered and organized that it assures 
active, intelligent and continuous cooperation in 
both the little and the big things that go to make 
success possible: 


—when you have the best possible ‘‘working 
tools’’, complete coverage policies; simplified and 
freed of restrictions, and when you are associated 
with an experienced management that has under- 
standing and sympathy for your problems; that 
stays with you and helps you work them out. 


In six of the BEST and most solidly prosperous 
states of the Union you can connect with a Com- 
pany that supplies these tools and gives you this 
backing. 


Write TODAY to 


NATIONAL FIDELITY LIFE 
INS. CO. 


SIOUX CITY, U. S. A. 










lowa — Neb. — So. Dak. — Minn. — Okla. — Texas 








The 
Onto Nationa Lire Insurance Co. 


CINCINNATI 
ALBERT BETTINGER, Pres. 


WE desire to negotiate with a high class man for the State of 
Kansas. If you want a State Agency for Kansas and can 
convince us that you are really worth while, we will get behind 


you in a big way. If interested address 
T. We APPLEBY, 
Secretary. 








In Business Since 1862 









LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 


Insures all classes of selected lives, issuing policies on the ordinary, intermediate and 
industrial plan at all ages. It also insures against total and permanent disability. Policies 
of the company are made secure by reserves maintained on the highest standard, with ad- 
ditional contingent reserves providing protection against all emergencies. Information and 
Advice on any matter relating to Life. Insurance is Available at any time through the 
Agencies or Home Office of this Company. 














Chicago National Life Insurance Company 


CENTURY BUILDING, STATE AND ADAMS STS. 
JUST LICENSED BY ILLINOIS STATE DEPARTMENT 
First 10,000 shares sold, over $100,000 deposited 
with State 


WANTED: First class agency man: must 
be of undoubted experience and ability 
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NewYork Life Insurance Co. 


(Incorporated under the laws of the State of New York) 
346 and 348 Broadway, New York, N. Y. 































DARWIN P. KINGSLEY, President 


Income, 1920 


Premiums ............ jidedeetateoneeuell $142,672,244 
I I NR, 5. oo cnc eed ecnbwen cess 44,335,004 
cds cee anunee avees eres 6,782,885 

Total Income.....................$193,790,133 


Paid Policy-holders, 1920 


Death Claims............ eee ts idee $35,036,558 
Endowments ...... CD REGGE 6s dS <he. wees 24,399,171 
Dividends...... Renee See Tre oe 31,981,555 
Surrender Values, Etc............. coccce yen, SI 

Total to Policy-holders......... . ..$114,849,597 


New Paid Insurance in 1920 . . .. $693,979,400 


Admitted Assets, January 1,1921 . . $966,664,397 
Legal Liabilities, January 11,1921 . . $841,255,357 
Reserve for Dividends and Other Purposes $125,409,040 
Insurance in Force, January 1, 1921 . . $3,537,298,756 


BOARD OF DIRECTORS 


LAWRENCE F. ABBOTT WILLARD V. KING 

DARWIN P_ KINGSLEY 
JOHN E. ANDRUS RICHARD I. MANNING 
CORNELIUS N. BLISS, 


r. JOHN G. MILBURN 

NICHOLAS MURRAY BUTLER GERRISH H. MILLIKEN 
GEORGE B. CORTELYOU FRANK PRESBREY 
JOHN H_ FINLEY 
DAVID R. FRANCIS 
A. BARTON HEPBURN 
MYRON T. HERRICK 
GRANGER A. HOLLISTER 
ALBA B. JOHNSON 

S. DAVIES WARFIELD 


GEORGE M. REYNOLDS 
ELBRIDGE G. SNOW 
STEELE 
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Improved Disability Provision 


Claim may be made as soon as disability occurs—no probationary 

Payments begin immediately on approval of claim—no proba- 
tionary period. 

Monthly payments, lifelong, conditioned on permanence of dis- 
ability. 

Immediate waiver of future premiums—no waiting until next 
anniversary. 

Full amount of insurance paid when insured dies, without deduc- 
4 tion for disability payments or for premiums waived. 

This new disability provision brings the service of America’s 
oldest legal reserve life insurance company stil! closer ‘o the needs 
of the insuring public. 


For terms to producing Agents address 








The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York 




















changes in the Tennessee law. He, of 
course, explained the federal taxation of 
estates, reviewing for the benefit of the 
new agents, the exemptions which may 
be claimed under life policies. Most of 
the time was devoted to an explanation 
of the Tennessee law. Until the recent 
session of the legislature, all estates 
were taxable. The law has been amended 
so as to exclude insurance payable to a 
direct heir at law, or payable to an ad- 
ministrator or trustee in behalf of such 
a direct heir. 

The Tennessee back tax provision was 
discussed at length. Mr. Ford said that 
the collectors of back taxes scrutinized 
estates very carefully; he pointed out 
the penalty of 15 percent in addition to 
the interest charge of 6 percent, telling 
the men that the proceeds of life poli- 
cies could not be levied to meet back 
taxes due in Tennessee, suggesting this 
as a good selling point. 

Mr. Ford also explained that under the 
present law no estate in Tennessee can 
be finally settled by the administrators 
in less than one year’s time. He offered 
another selling suggestion, which proved 
to be highly amusing, when he said that 
funeral expenses could not be paid under 
the existing law without an order from 
the probate court. He laughingly re- 
marked that the courts usually allowed 
these as soon as presented by the admin- 
istrator, but told the men that there was 
nothing compulsory as to the time in 
which such expenses might be paid, and 
that the administrator could wait a year 
to settle with the undertaker if he saw 
fit, suggesting that the agents might 
take advantage of this law in soliciting. 

e ¢ ® 

Detroit, Mich.—Nathaniel Reese, gen- 
eral agent of the Provident Life & Trust, 
who is president of the Detroit Asso- 
ciation, has set a pace in the activities 
of that organization that is receiving 
the commendation of the members. 
While Mr. Reese believes that some play 
should be enjoyed, and that social bene- 
fits from an association have a proper 
place in the proceedings, he is aiming to 
make the meetings educational as well, 
with a view to stimulating the interest 
of the members. 

That he is succeeding is conceded by 
the members. The programs so far car- 
ried out have proven that the plan is a 
welcome one and the meetings of the 
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future will be along the same line, with 
the educational features playing a large 
part at the regular gatherings. 

. - . 


New York City.—The New York asso- 
ciation has rounded out its program for 
each month during the year. In Novem- 
ber the subject will be “The Licensing of 
Life Insurance Agents”; in December, 
“The Training and Education of Life In- 
surance Salesmen, with Particular Ref- 
erence to the New York University 
School of Life Insurance Salesmanship”; 
in January, “Income Insurance”; in Feb- 
ruary, “Business Insurance: Partnership, 
Corporation, Credit”; in March, “Graphic 
Methods of Presenting Life Insurance”; 
in April, “Meeting Objections: The 
Strategy of the Close”; in May, “How to 
Sell Life Insurance to Cover Inheritance 


Taxes.” 
. + . 


Lowell, Mass.—The annual meeting of 
the Lowell Association was held at the 
office of the John Hancock Life Oct. 13, 
Senior Vice-President Henry A. Smith 
presiding. The life men listened to an 
interesting talk by J. Frank DeChant, 
vice-president of the Sheldon School, on 
the fundamentals underlying the science 
of business building. Problems of the 
underwriters were then taken up and 
discussed by Manager J, P. Heron of the 
Metropolitan, District Agent Elmer J 
Chamberlain of the Mutual Life and 
Superintendent G. H. Spillane of the John 
Hancock Life. It was voted to hold reg- 
ular meetings during the winter on the 
second Thursday of each month. 

The following officers were elected: 
President, Henry A. Smith, State Mutual 
Life; vice-presidents, Elmer J. Chambe 
lain, Massachusetts Life, James P. Heron, 
Metropolitan Life, and John H. O’Brien, 
Metropolitan Life; secretary and treas- 
urer, M. J. Brady, John Hancock Life. 

7 . * 


Kansas City, Mo.—The first meeting 
of the fall season of the Kansas City 
Association was held Wednesday. Ed. 
S. Villomoare, agency manager and vice- 
president of the Kansas City Life, gave 
a report on the national convention and 
plans for the new year were discussed. 


Great sympathy is felt for Dudley 
Owens, secretary of the Lamar Life, on 
account of the death of his mother, Mrs 
W. Y. Owens, which occurred at the fam- 
ily home as Jackson, Miss., during the 
past wee 


RE S ERVE 




















HOME OFFICE TOPEKA KANSAS 





been 
RESERVE LIFE, of TOPEKA. 


NATIONAL RESERVE LIFE 


office executives. 
and bound to win. 


You'll want one! 





THE BIGGEST POINT 


Any life insurance salesman who has “been thru the mill" sooner or later 
realizes that home office executives who have had long experience actually 
selling insurance in the field, are best equipped to assist others in selling. 

That is the big point that appeals to those live agents in Kansas who have 

able to see something more than “‘a new company” in THE NATIONAL 


The President of this unique company has built up a state wide prestige and 
good will thru twenty years of successful insurance experience. 

In organizing the NATIONAL RESERVE LIFE he had in mind the creation 
of those elements that would most appeal to high grade, enterprising men who 
want to create something of permanent value to themselves. 


licies were built to sell in competition with 
any others. NATIONAL RESERVE LIFE field cooperation has been d 
to fully satisfy the needs of good men rather than to tickle the vanity of home 


THE NATIONAL RESERVE LIFE is young, sound, vigorous, enlightened 


It has some unusual “ground floor’’ opportunities for the right kind of men. 
Write at once for particulars, to 
GEORGE GODFREY MOORE, President. 
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Committee Has Meeting to Prepare for 
Activities—Jan. 19 Is Life 
Insurance Day 





National Thrift Week seems now to 
be an established week in the national 
calendar. It was started two years ago 
and last year assumed larger propor- 
tions. Jan. 19 is designated as “ National 


Life Insurance Day,” during Thrift 
Week. At the meeting called to arrange 
for the observance of Thrift Week, 


Winslow Russell, vice-president of the 
Phoenix Mutual, represented the Asso- 
ciation of Life Agency Officers. He 
stated that the real test of the week as 
life insurance service would come this 
year. John A. Goodell is secretary of 
the National Thrift Week committee. 
The campaign will start on Jan. 7, 
which is Benjamin Franklin’s birthday 
anniversary, it being “National Thrift 
Day” or “Bank Day.” 


National Life, U. S. A., Conventions 


The first of the regional conventions 
of the agents of the National Life, U. S. 
A., was held at Battle Creek, Mich. 
This week the second convention is 
being held at Memphis, Tenn., covering 
the southern central section of the coun- 
try. The third convention will be held 
in Jacksonville, Fla., early next month. 
Later two more regional conventions 
will be held. Vice-President Robert D. 
Lay and Superintendent of Agents Wal- 
ter E. Webb are representing the home 
othce. 


Much Group Business in Oil Fields 


One of the features of the annual 
conference of public health officials of 
Oklahoma just closed at Oklahoma 
City, was the number of representa- 
tives of large oil producing and re- 
fining concerns who spoke of their 
corporations taking out group insur- 
ance for their employes. Not only had 
heads of these big corporations taken 
an interest in a more substantial pro- 
tection of lives of employes, but along 
with it came other things looking to 
the health of the workers. It called 
for better sanitary conditions in the 
factory; better housing facilities for the 
families, and immediate attention when 
anything went wrong with the health 
of a worker or a member of his family. 


Connecticut General Dividends 


At the regular meeting of the direc- 
tors of the Connecticut General Life a 
special dividend was declared of 2 per- 
cent payable Nov. 1 to stockholders of 
record Oct. 21. This will make the divi- 
dend for 1921 at the rate of 12 percent, 
instead of 10 percent, as hitherto. It is 
expected that the dividend to be declared 
Jan. 1 will be at the rate of 3 percent 
instead of 5 percent, as hitherto, and 
it is hoped, an officer of the company 
said, that a regularly quarterly divi- 
dend of 3 percent may hereafter be de- 
clared, instead of the dividends of 5 
percent, semi-annually, as heretofore. 
Chis will make a yearly rate of 12 per- 
cent in lieu of 10 percent. 


Assessment Companies’ Meeting 


The annual meeting of the National 
Association of Mutual Life Underwriters, 
which is composed of officers of assess- 
ment companies, will be held at the 
Hotel LaSalle, Chicago, Oct, 24-25. Dr. 
George W. Hopkins, president of the 
Pure Protection Life of Cleveland, is 
president of the organization. Edward 
M. Martin, vice-president of the Guar- 
antee Fund Life of Omaha, is vice-presi- 
dent; Nelson O. Tiffany, president of the 
Masonic Life of Buffalo, is secretary and 
A. J. Davies, secretary of the Knights 
Templars & Masonic Mutual Aid of Cin- 
cinnati, is treasurer. 


John Josslyn, formerly a painter by 
trade, wrote and examined $63,000 of in- 
Surance in his Old Line Life territory in 
Antigo, Langland county, Wis., last 
month. The volume exceeded his best 
months in the boom period of 1919-20. 


ARRANGE FOR THRIFT WEEK | DINNER TO MILWAUKEE MEN 











E. J. Tapping and F. H. French, Re- 
cently Promoted, Are Honored 
by Agency Associates 





A farewell dinner was given Friday 
night at Milwaukee for Edward J. Tap- 
ping, who on Nov. 1 becomes general 
agent of the Northwestern Mutual in 
Springfield, Mass., and Fred H. French, 
who becomes general agent for Utah. 
The hosts were the members of the 
Milwaukee general agency of the com- 
pany, Clifford McMillen and associates. 
Forty attended the dinner. James H. 
Derse, for over 20 years a member of 
the agency, was toastmaster. Ad- 
dresses were made by George E. Cope- 
land, agency superintendent of the com- 
pany; Dr. E. C. Albright, John J. 
Hughes, H. O. Hughitt, Clifford Mc- 
Millen and Messrs. French and Tap- 
ping. Telegrams were read from M. 
J. Cleary, vice-president of the com- 
pany; W. H. Dallas and M. H. O. Wil- 
liams of the agency superintendent’s 
staff. Speakers referred to the remark- 
able records of Messrs. French and 
Tapping, and pointed out that neither 
has as yet passed the 30-year mile- 
stone of life. 


To Discuss Substandard 

C. H. Beckett of the State Life, chair- 
man of the American 
Committee appointed to discuss plans 
for handling substandard business, has 
called a meeting of his committeemen 
in Chicago for Nov. 19, the day follow- 
ing the fall convention of the American 
Institute of Actuaries. 


Hamon Case Helps Sales 


The experience of the estate of the 
late Jake L. Hamon, Oklahoma million- 
aire, to which has been preserved intact 
the benefit of an International Life pol- 
icy, is resulting in many applications for 
insurance in Oklahoma. W. B. Kincaid 
wrote a policy for $600,000 for one 
Oklahoman, who says he wants the in- 
surance probably for the benefit of his 
family, but the major portion of his sub- 
scription is for the purpose of maintain- 
ing his credit and protecting his estate 
against posthumous legal and other 
raids. 


Hold Agency Meetings in West 


Albert G. Borden, inspector of agen- 
cies at the home office of the Equitable 
Life of New York, and Mark C. Melt- 
zer, inspector of agencies at San Fran- 
cisco, attended a meeting of Montana 
and Wyoming district managers of the 
company at the offices of J. H. Harro, 
agency manager at Helena, Mont., last 
week. They went on from Helena to 
=. where a similar meeting was 
held. 


Senate’s Tax Changes 


The senate finance committee, in con- 
sidering the provisions of the new reve- 
nue bill applying to taxation of insur- 
ance companies, has decided that it will 
be best not to name a specific rate of 
tax in the insurance sections, but to 
provide that the rate shall be the same 
as applied to other corporations. The 
bill has been changed accordingly 
Another change which will apply to all 
classes of companies permits the deduc- 
tion of $2,000, in addition to other al- 
lowable deductions in computing taxa- 
ble income, by companies having a net 
income of not more than $25,000. 


Franklin Life Rally 


The annual meeting of the $100,000 
Club, Quarter Million Club and Half 
Million Dollar Club of the Franklin 
Life is being held at Mobile, Ala. There 
are about 150 agents who have qualified 
for these clubs. President George B. 
Stadden and Vice-President Henry 
Abels will represent the home office. 


Life Convention | 











1921 


Seventieth 


1851 


Anniversary Year 


BERKSHIRE LIFE INSURANCE COMPANY 


Pittsfield, Mass. 


During this long span of years the Company has maintained a high 
reputation for fair and honorable dealing with 
policyholders and agents. 


William D. Wyman, President 
Winfield S. Weld, Supt. of Agencies 
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THE GOLDEN WEST; YOUR GOLDEN OPPORTUNITY 


California State Life Insurance Company 


SACRAMENTO, CALIFORNIA 
Insurance in force $38,782,271 Assets in excess of $4,200,000 
Capital and Surplus $684,153.80 


Splendid opportunity for ambitious, energetic Insurance Salesmen to 
represent our Company in California and Texas Territory 











Write J. R. KRUSE, Vice-President and General Manager 
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The OHIO STATE LIFE 


LIFE. HEALTH, ACCIDENT =e MONTHLY INCOME INSURANCE. 
jade am LATEST POLICIES AND ‘GENCY CONTRACT 


Necatiar: OHO IND. KY MICH and W UA Write Colombar 








FOR FACTS 





Organized 1871 


Life Insurance Company of Virginia 
Richmond, Virginia 
Oldest, Largest, Strongest Southern Life Insurance Company 


Issues the Most Liberal Forms of Ordinary Policies from $1,000.00 to $50,000.00 
and Industrial Policies from $12.50 to $1,000.00 


Condition on December 31, 1920: 


ee ee eee ie se aula $ 24,143,510.56 
eres ak rk mead 21,803,452.41 
I. cccscincsessecnccenncccocnteccssoenssseees 2,340,058.15 
ee oe ee eeienebcen kh ieneee 207,301 ,719.00 
Payments to Policyholders....... PE ee 
Total Payments to Policyholders Since Organization................ $25,823,269.97 


John G. Walker, President 
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QUALITY INSURANCE—CHARACTER SALESMEN 
Wanted—Specialty Salesmen—Wanted 


Any Sure Enough Salesman, who has the proper Intestinal Equipment, who is 
“Four Square” and willing to work; can make not less than $20,000.00 per year helping 
us to continue the breaking of all Life Insurance records. 

Great opportunity for the men who can qualify!! 

From May, 1919 to May, 1920, Twelve months—one year—we wrote Ben Millions 
Life Insurance. How? Let us tell you. We have the plans; we furnish the leads. 
If you can qualify, write or wire. 


THE LIBERTY LIFE INSURANCE COMPANY OF KANSAS 
TOPEKA, KANSAS 











Agency Co-operation 
direct mail advertising is just one of the features which give 

Fidelity field men a distinct advantage. Last year we distributed 41,34 
direct interested prospects who requested information. This 
service, and its original policy contracts, enabled Fidelity to show an 
increase of 28.35 per cent. in paid business last year. 

Fidelity operates in 40 states. Full level net premium reserve basis. 
Insurance in force over $203,000,000. Faithfully serving insurers since 1878. 

A few openings for the right men. 

FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
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Great Southern Life 


Insurance Company 
HOUSTON-DALLAS 


‘Texas’ Hundred Million Dollar Company”’ 


Has never issued a policy with 
Double Indemnity 
Premium Reduction 
Coupons 
Group Insurance 
(No frills or trimmings) 
Issues only 


Plain, Simple Contracts 


Full Reserve Values 
(Cash, Paid Up or Extended Insurance) 


Full Total Disability Benefits . 
Monthly Income Payments to Beneficiaries 
in All Approved Forms. 


We offer no inducements to agents except prompt service and fair 
treatment. All business conducted on strictly cash basis. 


O. S. CARLTON, President, Houston 
E. P. GREENWOOD, Vice-President, Dallas 




















The Goods --- Salesmanship 


The Same Salesmanship will sell more if the thing sold is what 
the potential buyers want. 


The Life Insurance company that appreciates present condi- 
tions will make its policies attractive. 


The Farmers National Life Insurance Company has a Com- 
plete line of up-to-date policies that includes policies that can be 
written on any age from one day to sixty years; Policies that con- 
tain the Accidental Death Benefit without exceptions and the 
Monthly Income Total Disability Benefit; Monthly Income and 
Yearly Income Policies; Policies maturing as endowments at age 
60 and at age 65; Child’s Educational Endowment Policy; and 
“the two greatest ever” — the “Guaranteed Options” Policy and 
the “Complete Protection” Policy. 


I can offer you as good territory as there is in Ohio, Indiana, 
Illinois, Missouri or Iowa. Write me —right now. 


John M. Stahl, President 


FARMERS NATIONAL LIFE 
INS. CO. 


Farmers National Life Building 


3401 Michigan Ave. CHICAGO, ILL. 

















THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money than you 
are now making. 

Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 
Reliance Life Insurance Company of Pittsburgh Fgzs3,2s"* Pittsburgh, Pa, 

















| Adversity Promotes Thrift 





of thrift than prosperity. It chills 
reckless enthusiasm, replacing it by a 
more cautious, conservative attitude of 
mind. When salaries and wages are 
advancing and employment is full, the 
worker is not so apt to think of the 
morrow. He indulges his tastes for 
pleasure and for luxuries, perhaps in- 
cluding some worthless stocks. He sees 
no clouds on the horizon. Why worry 
about a rain which may never come! 

But let the drops begin to fall, and, 
though they touch him little or not at 
all, he begins to have a wholesome re- 
gard for his umbrella. To drop the 
figure of speech, he cuts his expenses, 
he puts money in the savings bank, 
he invests in the better grade of secur- 
ities. An elaborate array of exhibits 
might be prepared to prove our case, 
but a couple of typical examples will 
doubtless serve our purpose. For in- 
stance, the United States Steel Corpo- 
ration reported in June, 1920, that 87,229 
persons held its common stock. In 
June, 1921, this number had expanded 
to 105,310, an increase of 18,081, or 20.7 
percent, in a singe year. 

A group of 817 large national banks 
and trust companies in over one hun- 
dred cities recently reported savings de- 
posits of $2,942,901,000, whereas a year 
previous the sum was $2,684,497,000; 
the gain during this difficult twelve 
months being over $258,000,000. 

So we find that the spirit of thrift 
is strong, and much of our hard times 
is due to the fact that income which 
was heedlessly spent a short time back 
is now being conserved. By the same 
token, many men who eighteen months 
ago were difficult prospects will now 
be found in a better frame of mind 
toward the thrift-marked wares of the 
life insurance salesman.—M. C. Laffey, 
Assistant Treasurer, Equitable of New 


York. 


Bank Has Insurance Line 


The Dayton Savings & Trust Com- 
pany of Dayton, O., the largest finan- 
cial institution in the city, has put in 
an insurance service. A. C. Jackson, 
business manager of the trust company, 
says that it is not acting as an agent. 
It is not dealing with any special life 
company. He says that the bank will 
cooperate with its policyholders with 
any reliable company that is licensed 
in Ohio. 





American Life’s Figures 


Following the merger of the Ameri- 
can Life of Des Moines and the North- 
ern Assurance of Detroit, the consoli- 
dated company under the name of the 
American Life of Detroit shows as of 
Aug. 1: Assets, $6,143,063; reserve, 
$5,666,288; capital and surplus, $160,- 
148; insurance in force, $64,660,660. 


Agency Officers’ Meeting 


The annual meeting of the Associa- 
tion of Life Agency Officers will be 
held in the Hotel I.a Salle, Chicago, 
Nov. 10-11. One of the main subjects 
for discussion this year will be “com- 
pany plans for educating the soliciting 
agents.” The chairman of the pro- 
gram committee is W. E. Taylor of 
the Equitable of New York. His asso- 
ciates are E, D. Field of the National 
Life of Vermont, George H. Hunt of 
the Imperial of Toronto and Wins- 
low Russell of the Phoenix Mutual. 


To Examine Volunteer State 


The Tennessee and Mississippi de- 
partments will conduct a joint examina- 
tion of the Volunteer State Life of 
Chattanooga, Tenn. The examination 
will begin some time during the present 
month. 








“THE COMPANY OF CO-OPERATION’ 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 


TERRITORY 





We will insure the whole family! 


DES MOINES .-T Bide.) IOWA 


IOWA SOUTH DAKOTA 











YOUR NAME 
V>HERE 
: fat Pencils Build N 


<4 ©—_ Good Will and Bring Results 


g Turn your prospects inte 
customers and your cus- 
tomers into friends by 
E presenting them with 
a high-grade Advertising 

Lead Pencils, printed 
| with your advertisement. 
f No other advertising spe- 
cialty costing so_ little 


Tare ht eee 
U J) babe 


kept and used—so certain to 
; make a favorable and last- 
E ing impression on the minds 

of those who get them. 
Samples and quotations on request 





Am “Ad” in the hand is worth 1000 
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NORTH AMERICAN 
PENCIL WORKS 


501 Plymouth Ct., Chicago, Ill. 
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i money is so useful to 
: everybody—so sure to be | 








FEDERAL UNION LIFE 


insurance Company 
Cincinnati, Ohio 
has just issued a very interesting booklet 
“Suggestions for Increasing 
Your Income” 
and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 


Ohio, Illinois and Kentucky 











The Accumulation Policy 


is a combination of insurance 
and investmentin a new sense. 


Specimen Rate 
Age 35...... $31.90 per $1000 


The continued payment of the rate 

creates increasing benefits each year. 

As a seller it has no competition. 
Write us about it. 


NATIONAL LIFE ASSOCIATION 
Des M 


oines, lowa 




















ee ee en eee 


























iow 
mon 


Lal 
= 
st 
Si) 
x 
7m 
= 
» 
































October 20, 1921 


LIFE INSURANCE EDITION 














NEWS ABOUT 


Policy Literature, Rate Books, etc. 





New Policies, Sonatas} “ae Dividends, Scnniies Values ool all a in 
Supplementing the ‘Unique Manual-Digest”’ 
and “‘LittleGem,”’ Published Annually in May. PRICE, $3.50 and $2.00 respectively 


LIFE POLICIES 








NEW CENTRAL STATES RATES 





Indiana Company Issues New Book 
on Complete Line of 
Policies 





The Central States Life of Craw- 
fordsville, Ind., has issued a new rate 
book in which a number of changes ap- 
pear. The premium rates commence at | 
age 15 instead of 20. 

At age 35 the following are some of 
the premium rates: 

10 Year Endowment, new, 
old, $106.09. 


79% 


$107.; IVD, 


15 Year Endowment, new, $68.62, 
old, $69.18. 
20 Year Endowmnet, new, $49.93, 


old, $51.75. 


10 Payment Life, new, $50.03, old, | . 


$57.66, 
15 Payment Life, new, $43.56, old, 
$43.87. | 
20 Payment Life, new, 936.11, old, | 
$36.94. 


Many Policy Forms 


The new rate book also shows rates 
on 25 Year Endowment, Continuous 
Premium Endowments at ages 60, 65, | 
70, 75 and 85, which latter now takes | 
the place of the old Ordinary Life; | 
Junior 20 Year Endowment Policy in 
$500 amount; Preferred Risk, $5,000 
policy on which the rate at age 35, non- | 
participating, Ordinary Life is $102.75 
20 Payment Life, with endowment | 
benefit, non-participating; Whole Life 
and 20 Payment Life Continuous 
Monthly Income Policy; 20 Payment 
Life Christmas or Birthday Income | 
Policy, to secure an annual income of 
$50, payable on Christmas Day each 
year or on the anniversary cf the bene- 
ficiary’s birthday, for 20 years and to | 
continue it so long thereafter as the 
beneficiary may live, with 5, 10 and 15 | 
year monthly income rates. 





Illinois Life 


The Illinois Life has gotten out new 
premium rates covering total and perma- 
nent disability and double indemnity 
death benefits. It has gotten out new 
and liberalized benefit riders. One rider 
provides for the waiver of all future 
premiums should the insured, before at- 
taing age 60 become totally and perma- 
nently disabled. On settlement of the 











| put on 25, 


policy at maturity, no deduction from the 
amount insured will be made on account 
of the premiums waived. The income 
disability benefit provides for a monthly 
income during the life of the assured of 
$10 a month for each $1,000 of the face 
of the policy. On settlement of the 
policy at maturity the face will be paid. 
The clauses will not be written on poli- 
cies for women except that the double 
death benefit and the waiver of premium 
disability benefit will be granted to 
women engaged in business. 





Paid Up at Age 70 
The Guaranty Life of Davenport has 
put on a new life policy paid up at age 
70, the premium rate on which at age 
35 is $23.74. 





Flat Rate on Double Indemnity 
The Central Life of Ft. Scott, Kans., 


|is now charging a flat rate of $1.50 for 


its double indemnity clause in place of 
the’ old graded rates of $1.50 up to $3. 





Preparing New Manual 
The Maryland Assurance of Balti- 


| more is now preparing a new rate man- 


ual which will be completed about Nov. 
1, and in which the rates for disability 
benefits have been changed. 





Home’s New Endorsement 


The Home Life & Accident of Ar- 
egg has issued a new policy effective 


| Nov. 1, an Endowment maturing at age 


80. tt also a few months ago issued 
a new policy called its “Business Men’s 
Economic Protection Policy.” 





New Atlas Policies 


The Atlas Life of Tulsa, Okla., has 
30 and 35 Year Endowments 
and also a Commercial Endowment 
policy. Its age limits are now 21 to 55 
instead of 21 to 60. 





Bankers Life of Lincoln 


The Bankers Life of Lincoln, Neb., has 
issued new policies based on the Ameri- 
can experience 3% percent table taking 
the place of all its former policies. Its 
old policies were based on the Actuaries 
4 percent table. The new policies are 
participating and nonparticipating and 
are supplementary but do not supersede 
the deferred dividend policies which are 
continued as heretofore on the Actuaries 
4 percent table, 











GreatRepublic Life Insurance Company 
LOS ANGELES, CALIFORNIA . 


Capital, $500,000 Fully Paid 


GREAT OPPORTUNITY FOR LIVE MEN 


J. R. RAILEY 


401 Dellas County State Bank Bullding 
Dalles, Texas 


Mer. Texas end Oklahoma 


H. 8S. BRIDGEWATER 


$25-331 Title Guaranty Bidg., 
St. Louis, Missouri 


Mgr. Missouri and Kansas 


W. H. SAVAGE, Vice-President and Agency Director 











J. O. LAUGMAN, President DR. ANDREW JOHNSON, Secretary 


International Life & Trust 
Company 


offers up-to-date contracts for good men. 


Sohrbeck Building 
MOLINE, ILLINOIS 








The Farmers & Bankers Life 
Insurance Company 


is an established fact — an integral part 
of the life insurance and financial activities of 
its Home State — Kansas — enjoying the confi- 
dence of the citizens of its neighboring states in 
which it is operating. 


Fullest Co-operation with Agents 





Home Offices, Wichita, Kansas 








AMERICAN 
INSURANCE 


W. L. MOODY, JR., President 


CONTRACTS. GOOD 


c. Ss. BUTCIENGS 
gency Mer. 
Ordinary Dept. 





Life Insurance in Force 


Over $145,000,000 


December 31, 1920 


SPLENDID TERRITORY AND ATTRACTIVE 


Alabama Kansas New Mexico 
Arkansas Kentucky North Carolina 
California Louisiana South Carolina 
Florida Mississippi Oklahoma 
Georgia Missouri Tennessee 


Texas and Virginia 


For information regarding them write to 


NATIONAL 
COMPANY 


OF GALVESTON, TEXAS 


OPPORTUNITIES IN 


W. J. SHAW 
Agency Mer. 
Industrial Dept. 











MUTUAL TRUST 


LIFE INSURANCE 
COMPANY 





FULL LEVEL PREMIUM RESERVES 


Youngest Company in America to Discard Preliminary Term Valuations 


A Strictly Mutual Company in which the Good 
Will of Responsible Agents Counts for 100%. 


IF YOU WANT TO GROW aopnress 


HOME OFFICE—30 N. LA SALLE ST., CHICAGO, ILL. 
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More Than 144 Million Policies Now In Force 





Only four other life insurance companies in America have more 
policy contracts in force than this company. A study of the 
following growth in ten years is invited: 


Jan. 1, 1911 Jan. 1, 1916 Jan. 1, 1921 
Assets $ 5,614,764 $10,279,663 $ 22,885,957 
Policies in Force 371,106 613,615 1,277,277 
Insurance in Force 49,245,028 89,596,833 251,594,364 


West Virginia, Pennsylvania, Michigan, Illinois and Missouri. 


W. J. WILLIAMS, President CINCINNATI, GHIO 
Organized February 23, 1888 


Attractive opportunities open to agents in Ohio, Indiana, Kentucky, 


The Western and Southern Life Insurance Co. 








The Midland Mutual Life Insurance Company 


OF COLUMBUS, OHIO 


Dr. W. O. Thompson, President 














. B. Arneld, First Vice-Pres. and Counsel 6. W. Sisaaen, Sogn 
Peta fae rn 
Insurance Company 
SAINT PAUL MINNESOTA 


Insurance in Force, $4,421,000 
Surplus to Policyholders, 136,384 


Do you want to locate in the Northwest? We can offer you 
liberal contracts in Minnesota, North Dakota or South Dakota. 

We are not trying to make a record for size, but we do write a nice 
clean business, combined with real service to our policyholders. 

If your viewpoint and ours agree, we can do business with each 


other. 
WRITE US 
J. IVAN RHEA, Supt. of Agents 








A. M. MIKKELSON, Secy. 














RARE OPPORTUNITY 


Two General Agency Openings 
In the State of Montana 


A splendid direct Home Office contract under which a profitable and 
permanent business can be established is waiting for the right man. 


THE COMPANY NOW HAS MORE THAN $76,000,000 
OF INSURANCE IN FORCE 


The Minnesota Mutual Life Insurance Co. 


ST. PAUL, MINNESOTA 








ECRET OF OUR We have a con for under which your 

One Success 1s pana aesandl bomen saibdites 
A REAL PROPOSITION FOR A REAL MAN 

FEDERAL CASUALTY COMPANY, miaiicin 


Cash Capital, $200,000.00 V. D. CLIFF, President 














LARGER WRITINGS IN TEXAS 





Life Insurance Conditions in Northern 
Part of State Show Some 
Improvement 





There has been some improvement in 
the writing of life insurance in north- 
ern Texas for the first half of October 
as compared with the first half of the 
preceding month. Reports from Dallas 
life companies and state agents there 
indicate that the increase over the first 
half of September will be about 10 per- 
cent. 

Insurance men attribute the increase 
in the writing of life insurance to the 
better prices for farm products and 
the easier situation in the financiai cir- 
cles. In the cotton belt the increased 
prices of cotton gave the farmers about 
half as much again for their cotton as 
they expected. Insurance men have 
found that the farmers are willing to 
carry all the life insurance possible and 
they are canvassing that trade thor- 
oughly with the best results. 

In the grain belt, where the grain 
growers have made and marketed big 
crops, the insurance men have found 
increased business, and that section of 
the state is being worked completely. 


Ruling in Disappearance Case 


The Kentucky Court of Appeals has 
ruled that proof of death is not neces- 
sary for payment of death benefits, 
where the insured is unquestionably 
gone. The case was brought against 
the Modern Woodmen of America by 
the mother of the insured, C. A. Hur- 
ford of Paducah, Ky., for recovery of 
$1,000, the face of a policy taken a few 
months before the disappearance of the 
insured. Defense was made on the 
strength of a clause requiring proof of 
death, but the court ruled that this was 
not necessary in this case, nothing hav- 
ing been heard from the policyholders 
for ten years. The decision said that 
such a clause contravenes the statute 
and is against public policy. 


Honolulu Agency’s Progress 


The agency recently opened by the 
International Life at Honolulu, Ha- 
waii, is showing splendid progress. A. 
A. Young, the general agent, reports 
that his business has been almost exclu- 
sively on young lives. A decided sugar 
slump has limited business operations 
temporarily in the islands. 


Joins Accident Bureau 


The Union Central has joined the 
Bureau of Personal Accident & Health 
Underwriters. The election of this 
company to the Bureau emphasizes the 
tendency of the life companies to take 
advantage of the work and findings of 
the casualty body. This is the fourth 
company to take a similar step in the 
past few months. 


Edwards Opens Denver Course 


The life insurance salesmanship 
school of the University of Denver 
opened last week with an address by 
J. Stanley Edwards, formerly president 
of the National Association of Life Un- 
derwriters. During the summer term 
men were enrolled at the school from 
eleven states. Registration is heavy 
this fall. 


Life Notes 


Vice-President Glenn F. Claypool of 
the Continental Assurance of Chicago 
has a brand new daughter at his home. 


P. Willard Smith of Cleveland, O., and 
George C. Murray of Chattanooga, Tenn., 
who have recently joined the agency 
forces of the Volunteer State Life, are 
attending the fall term at the School of 
Life Insurance Salesmanship at Carnegie 
Institute. 


At a meeting of the Racine county 
branch, Wisconsin Insurance Federation 
at Racine, Wis., the organization was 
completed and permanent officers elected. 
Life interests are represented in the ex- 
ecutive committee by Lewis Ocain, 
Aetna, president of the Racine County 
Life Underwriters Association, and J. C 
Wright, Old Line Life of America. 








ACTUARIES 


Hp F. CAMPBELL 
CONSULTING 
ACTUARY 








343 S. Dearborn St. 
Telephone Harrison 3384 


CHICAGO, ILL. 











ARCUS GUNN 
CONSULTING 
ACTUARY 


29 S. La Salle St. CHICAGO 
Telephone, Randolph 7684 











_ J. HAIGHT 
CONSULTING 
ACTUARY 
810-813 Hume-Mansur Bldg. 


INDIANAPOLIS 
Hubbell Building, OES MOINES, {OWA 








jr C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 


J. McCOMB 
e COUNSELOR AT LAW 
Premi 








_ CONSULTING ACTUARY 
ums, Reserves, Surrender Values, 
etc., Calculated. Valuations and Exam- 
inations Made. Policies and all Life In- 
Prepared. 


surance Forms The Law of 
Insurance a Spock, 
Colcord Bidg. KLAHOMA CITY 








J H. NITCHIE 
e ACTUARY 


1523 Association Bidg. 19S. LaSalle St. 
Telephone State 4992 © CHICAGO 








CHARLES SEITZ 
* CONSULTING ACTUARY 
Author of 
“System and Accounting” 


209 So. La Salle St. CHICAGO 











Consuttine Actuary 
404 Kraft Buildin 


REDERICIS. WITHINGTON 
Fs 
Tel. Walnet 3761 DES MOL IOWA 











600 Gates Building 


Jou E. HIGDON Actuaries & Examiners 
OHN C. HIGDON § Kansas City, Mo. 




















HOME LIFE 


INSURANCE CoO. 
NEW YORK 


WM. R. MARSHALL, President 


The 60th Annual statement shows admitted 
Assets of 37,780,735 and the Insurance in Force 
$185,755,819—a gain for the year 1919 of over 
$27,000,000. The insurance effected during the 
year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policy- 
holders during the year was over $4,388,000. 





Central and Southern Ohie and Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bidg. 
CINCINNATI, OHIO 











Some executives in need of sal- 
aried employes go on expensive 
prospecting tours; others let an 
ad of this size and appearance 
bring applications to them. One 





inch, one column wide, one time $3.75. 
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MODERN BUSINESS GETTING METHODS 





Woman Agent Finds Many Desirable and 
Permanent Life Insurance Prospects in 


Country Districtp—How She Sells Them 


HAT thoroughly desirable and 
"T permanent prospects for life insur- 

ance can be found) in the country 
districts is the experience of Mrs. Helen 
Rose Pegelow, who is with the Massa- 
chusetts Mutual agency at Mattoon, III. 
Mrs. Pegelow, who was brought up in 
the country and has become one of 
the successful country solicitors for life 
insurance, understands the farmer and 
country conditions. She knows how to 
meet the farmer on his own ground, 
and passes some of her experience on 
to her fellow solicitors. 

She says many of the difficulties first 
met in approaching country prospects 
are due to the general antipathy the 
farmer has had toward anyone who 
mentioned life insurance. This was be- 
cause for many years farmers were not 
considered prospects, except for light- 
ning rod salesmen. The only experi- 
ence they had had with life insurance 
salesmen was at times when they had 
been the victims of dishonest agents. 


Farmer Now One of 
Great Powers of Country 


Developments of the last ten years, 


however, have made the farmer one of | 


the great powers of the country. De- 
spite his new found position, however, 
the farmer is no more apt than the 
metropolitan citizen to look up the 
agent with the view of purchasing a 
policy. As Mrs. Pegelow says: “Farm- 
ers do not come into our offices. We 
are not in the position of the agent in 
a story I heard the other day. A man 
went into an insurance office to have 
his life insured. ‘Do you cycle?’ the in- 
surance agent asked. ‘No,’ said the 
man. ‘Do you motor?’ ‘No.’ ‘Perhaps 
you fly then? ‘No! No! I am just a 
plain farmer.’ ‘Oh,’ said the agent, in- 
terrupting him curtly. ‘Sorry, but we 
no longer insure pedestrians.’ ” 
Referring to the permanency of this 
class of prospects, she says: ‘The 
farmers as a class deal with people and 
firms through confidence and through 


friendship. They are not given to 
changing. Once a customer is satis- 
fied, you can count on his business 


always.” 


Banks Cooperate with 
Insurance Salesmen 


She says that the banks are very glad 
to cooperate with the insurance 
solicitors, for it is to their advantage 
that a farmer heavily indebted be pro 
tected by insurance. Bankers often re- 
quest that their customers carry a pol- 
icy assigned to the bank. Some of them 
even go so far as to drive with the agent 


me 


ito the country and assist in placing 


the policy. The country doctors are 
also friends to cultivate. They always 
have a wide acquaintance in the coun- 


try and if they happen to be examiners 


tor a life company they are eager to | 


make the examination, as it pays more 
than many of their patients. <A third 
ail in locating prospects is the notice 
ot real estate transfers. These are pul- 

shed daily in the local paper and are 
a great help in finding prospects. Any 
man having mortgaged property or pur- 





ised property needs more protection. 


Friends Who Can Always 

Be Counted Upon 

ine desirability of the farmer as a 
Prospect is emphasized by Mrs. Pege- 
i She says: “The farmers are a 
triendly, sociable class. I greatly enjoy 
my work with them, even if I do not 
any insurance. They are friends 


who can always be counted upon. When | 


we go out for a day’s work in the coun- 


try, we start as early as possible, for 
there are many miles to be covered. We 
take a certain territory, get a line on 
how much insurance the farmers carry, 
how much they are in debt, the size 
of their families and the ages of their 
children. It is easier to persuade a man 
with a family of little children than a 
man whose family is gréwn and whose 
boys and girls are able to take care of 
themselves. We drive in and visit with 
the family, for I like to become better 
acquainted with the women, Then we 
ask for the man of the house. I have 
been in every place on the farm except- 
ing the hayloit. I have never sold a 
policy there, but I have walked over 
ploughed fields, climbed fences, admired 
tractors, walked a mile through a corn- 
field during husking, attended thresh- 
ing, broom corn cutting and, last but 
not least, country dances, where I am 
always an invited guest. That is the 
greatest place to get a line on the young 
men. 


Cannot Rush in 
and Close Business 


“It takes time. You cannot rush in 
| and close the business as you would in 
an office. It has to come about grad- 





ually. At one place I played the piano 
all evening; my prospect played the 
violin. I had almost given up hope 


when he said: ‘How much would $5,000 
| cost for me and my wife?” He signed 
the application and the next week came 
in and asked me for an additional $5,000. 
I have sold a number of policies to 
women living in the country, many of 
them widows. They greatly appreciate 
their insurance and always keep it up. 
Country school teachers receive good 
salaries and are also good prospects, es- 
pecially on such an investment as an 
endowment policy.” 

Mrs. Pegelow says that she 
sionally found farmers who still do not 





HE Equitable Life of New York 
Tin its “Agency Items” discusses 

some inheritance tax problems that 
come up. It states that many persons 
suffer from the delusion that because 
property is transferred more than two 
years prior to death, such property is 
not liable for the federal estate or the 
state inheritance taxes. The company 


should be in a position to give correct 
advice on this subject. The 
department has issued a form known as 
“Returns for Federal and State Tax.” 
It is form number 706 and can be se- 
cured at any internal revenue office. The 
Eguitable then gives the following in- 
formation: 


The schedule on 
an estate is made, in Schedule E, 
“All gifts and transfers made 
templation of death or to take effect at 
or after death without such considera- 
tion are taxable, and must be included 
in the gross estate regardless of the date 
of the transfer. All transfers of a ma- 
terial part of the decedent's estate made 
more than two years prior to death must 
be returned under this schedule, but the 
value need not be extended into the sec- 
ond column if the executor desires to 
contend that the transfers were 
made in contemplation of death.” 


which the 
reads 


HE simple fact that a man transfers 
| his property more than two years 
prior to his death is not sufficient to es- 
| tablish tax exemption; the point at issue 





believe in any kind of insurance. She 
once met one who said that he had 
made a study of “mortification tables” 
and found it was better to invest his 
money in other ways. She decided that 
anyone who had studied that knew 
more than she was capable of telling 
him. 
Wide Circle of Friends 

Proves Valuable Help 


She further says: “A wide circle of 
friends is a valuable help to an agent. 
A policyholder in the country who has 
one of our policies and is pleased with 
it is always glad to suggest someone 
who might be interested. It is an end- 
less chain if you will keep working on 
it. The work has its discouragements, 
but what work has not? During the 
corn planting season the farmer is too 
busy and, in fact, there are few times 
in the summer when the farmer is not 
a very busy man excepting when it 
rains, and then the roads are im- 
passable. You must arrange your time 
to suit his convenience, seeing him pref- 
erably in the evening when his work 
is over. I have stood by the fence and 
talked to a farmer as his horses were 
resting. I perhaps interested him then 
and had to come back later to sell the 
insurance. I always make it a point 


| to know the day’s market report and 


ocCca- | 


says that this is erroneous and agents | 


treasury | 


' 
return of | 


in con- | 


not | 


any other news of interest to th 
farmer, so that if they won't listen to 
me talk insurance I can talk about 
something else. I want them to ask 
me to come back again.” 

The farmers have been educated to 
insurance. Their farm journals recom- 
mend it, an article appearing in the 
“Prairie Farmer” only a few months 
ago. This article was read in many a 
farmer’s home and advised every farmer 
to carry a life insurance policy in a 
good company. The rich farmer needs 
it to cover his inheritance and state 
taxes, and the average farmer needs it 
to cover his indebtedness. Supplying 
these needs is the greatest compensa- 
tion for the work. “For what joy is 
there in this life that can equal the 
pleasure we derive from _— serving 


others? 


| COMMENT ON INHERITANCE TAX 


is whether or not such transfers were 
made in contemplation of death. If the 
transfer was made within two years it is 
presumed that it was in contemplation 
of death, and the burden is upon the 
executor to prove to the contrary If the 
transfer was made more than two years 
prior to death, then the burden of proof 
is upon the government 

The government officials are alert It 
is their duty to collect the taxes, and 
they are not failing in their duty. An 
investigation is made in proper cases to 
determine whether transfers made more 
than two years prior to death were not 
in fact made in contemplation of death 
Transfers in contemplation of death are 


taxable whether or not they are made 
more than two years prior to death 
that the estate of the late 


7 is stated 
Ferdinand of Milwaukee, 
tax of about 


the at- 


Schlesinger, 
will pay an inheritance 
$1,250,000, if the contention of 
general—that gifts to members 
of the family in the last six years are 
subject to tax—-is upheld Property ac- 
tually in possession of Mr. Schlesinger at 
the time of his death is said to have been 
worth about $9,000,000, but with the ad- 
dition of the gifts to his wife during the 
period preceding his death the 
said to be $35,000,000 

Sometimes a representative is 


torney 


con- 


fronted with the statement from a pros- | - : : ; 
ef his | /he buying resistance may be a fixed 

s | ) 
| and 


pect that he has transferred all 
property and thus will have to pay no 
federal] estate or state inheritance taxes, 
The answer to such an objection is very 
clear from the material given above 


total is | 





Salesman Should Have 
Goal and Work Toward 
lt—Factors in a Quata 


T. PROCTOR, of the North- 

E; western Mutual Life at Paducah, 
* Ky., said at the recent agency 
meeting of that company that a life in- 
surance solicitor should have a goal 
and work toward it. He said that it 
must be attainable. It is discouraging to 
try to do one’s best work when he real- 
izes that he cannot hope to attain an 


end. In determining a quota for any 
year, three main factors enter: The 
salesman, the territory and the busi- 
ness conditions prevailing in that ter- 


ritory. So far as the salesman is 
concerned his personality, education, en- 
ergy, enthusiasm and experience in the 
business are important. They change 
from year to year and the quota should 
be increased to keep pace with in- 
creased selling ability The quota is 
affected by the insurable population of 
the territory in comparative wealth, in- 
dustries, and number of policyholders. 
If business conditions are good the pre- 
miums are no burden. If they are bad, 
the public has to have protection. When 
a slump in general business comes in- 
surance men are apt to overlook the 
fact that they have gained in knowledge 
and that their clientele 
has grown enough to offset the depres- 
sion 

In assigning quotas there are differ- 


experience and 


ent methods adopted. In some agencies 
the men voluntarily fix their own quo- 
tas. Mr. Proctor said that this would 
be an ideal way if all would do it. There 
are always some men who will not 
set a mark for themselves. Some gen- 
eral agents assign a quota. In some 


agencies a committee of agents fixes the 
quota. The average production of the 
men in an agency who accept quotas is 
said to be 2% times as great as that of 
who do not. Mr. Proctor be- 
lieves in a monthly quota. Each quar- 
ter should show its proportion of the 
year’s work done. It is hardly possible 
to subdivide a month into weekly quo- 
tas, but the insurance man who waits 
until the last week to get his month’s 
business will be in a bad position, An 
application a week as a minimum keeps 
one in the habit of working. It is a 
very good habit. A goal keeps one’s 
attention on volume of business and 
number of applications instead of on 
size of premiums and amount of com- 
It keeps an agent’s mind on 
the game and not on the prize 


those 


missions 





Divide Sales Pressure 
by Buying Resistance 
to Get Sales Volume 


HE head of a big Milwaukee gen- 
eral agency, in addressing one of 
his agency meetings recently, said: 
“The sum total or volume of your 
business equals the pressure di 
vided by the buying resistance. It i 
safe to say that a majority of the sales 
made each day are made to negative 
buyers. For, while the customer in th 
great percentage of may be out 
wardly showing a desire of possessior 
down in his heart there is an innate de 
sire to part with money. It follows 
that the percentage of success in selling 
is in just such ratio as the sales pres 
sure divided by the buying resistance 


sales 


Cases, 


invariable thing, but the selling 
pressure is not so, and can and should 
be increased—of course, properly and 
tactfully and intelligently.” 


Every 


is HE _NAT ATION: AL 


etleoe i 1S | first: |" 


in Zz welfare and education of 


his children. 


able to provide this education. 


But only 


few are 
Child’s 


Endowment provides an education in an 


easy way. 


OF CES MOINES, IOWA. 


We issue all standard forms of Life Insurance Policies. 


Reserve wi 


Every policy protected by Deposit of Full 


th the State of Iowa. 


Lega 





those who sell it. 


JOSEPH C. BEHAN, 





FOR OVER SEVENTY YEARS 


On August 1, 1851, the Massachusetts Mutual issued its first policy. 
From that day to this its constant endeavor has been to furnish the 
best possible life insurance protection at the lowest possible net cost. 
That it has succeeded is shown by the enviable reputation which 
the Company enjoys among those who buy insurance and among 
Efficient service and a square deal for everyone 
have been its watchwords for over Seventy Years. They will be its 
watchwords throughout the years to come. 


Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 
Springfield, Massachusetts 
Incorporated 1851 











1867 


62,399,248.00 New 


For information address: 


1921 
THE 


EQUITABLE LIFE INSURANCE COMPANY 


OF IOWA 
RESULTS OF 1920 
$254,538,407.00 of Insurance in Force. 


Business in 1920 (paid for) 


Sixty-nine per cent of all business written 
since organization still in force. 


Home Office, Des Moines 








WANTE 


for a good man to get in on 
young 


Write the Home Office for further particulars. 


District Managers for 


Good Locations in Ohio 


Here’s an opportunity 
the ground floor with a progressive 
Ohio company. 


THE GEM CITY LIFE INSURANCE CO. 


DAYTON, OHIO 








Write 





Are You Permanently Established? 


for Territory 


Pennsylvania—Ohio— West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 








| ing 
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FARM BUSINESS 


Increasing Volume from Rural Sec- 
tions Interests Milwaukee Com- 
panies and Agencies 


Milwaukee companies and general 
agencies are especially interested in the 
increasing amount of business from the 
farming section, where things have 
been comparatively dull during the past 
summer, largely due to the sudden col- 
lapse of farm product values early in 
the year. 

The first 
of Frank J. 
tary of the 


mail received in the office 
Tharinger, assistant secre- 
Old Line Life, one morn- 
ing this week, showed by actual count 
26 applications, and the average was 
$3,000. The business came from farm- 
sections. Agents of all the com- 
panies are talking with much more 
optimism at this time than was notice 
able only thirty or 60 days ago. Dur- 
ing the past week, also, a number of 
large policies have been written in Mil- 
waukee, according to reports, several of 
them over $100,000. 


Northern Increases Capital 


The Northern Life of Seattle has in- 
creased its capital from $200,000 to 
$250,000. A stock dividend of $50,000 
was declared and added to stock. Pres- 
ident D. B. Morgan is head of the com- 
pany, and its main factor. The North- 
ern Life has been in business for 15 
years. It has just been licensed in Cal- 
ifornia. 


Regional Meeting : at Memphis 

The Jefferson Standard held a re- 
gional-meeting for its agents in Mem- 
phis during the past week. President 
Julian Price and Secretary W. T. 
O’Donohue represented the home office. 
In addition to Manager Bruce Donald 
of the Memphis office, Manager Ward 
Statham of Atlanta, Superintendent of 
Agents W. D. Ratliff of Jackson Miss., 
and Superintendent of Agents A. V. 
Mozingo of Dallas, Tex., were present 
Over 50 agents attended. Mr. Donald 
presided at the dinner given by the com- 
pany. 


Indianapolis Insurance Center 

Indianapolis is pointing with pride to 
its growing importance as a life insur- 
ance center. Eight legal reserve lif> 
companies have their home offices in 
that city, with total insurance in force 
aggregating $382,027,783 There are 
also nine life companies at other points 
in Indiana, most of them doing a large 
business and some operating nationally. 

The center of population of the 
United States is only a few miles from 
Indianapolis, which gives an opportun- 
ity for the Indiana companies to reach 
a mass of people at a minimum expense. 


Life Notes 

Martin Stenerson, general agent of the 
Central Life at La Crosse, Wis... is now 
possessor of the cup offered by the com- 
pany for the best volume written in each 
month of 1921. M. G. Fox of the Stener- 
son agency held the cup for one month 
earlier in the year. 

Louis Schuchardt, for 40 years an em- 
ploye of the Northwestern Mutual, Mil- 
waukee, in various departments, cele- 
brated his 90th birthday anniversary last 
Friday. He is a brother-in-law of the 
late Gen. F. E. Winkler, for many years 
an official of the company. 

B Van Deven, for more than 
20 years a member of the home office 
forces of the Northwestern Mutual Life, 
has been made superintendent and mana- 
ger of the fire insurance division, mort- 
gage loan department of the company, 
succeeding the late C. G. Hinsdale, 

Stricken while kneeling in prayer, Al- 
bert C. Bruce, veteran special represent- 
ative at Richmond, Va., for the North- 
western Mutual Life, was found dead 
beside a bed in his home in that city 
the morning of Oct. 15. It was pre- 
sumed that he was stricken while about 
to retire the night before 

Charles H. Helser, Jr., the giant son 
of Charles W. Helser, vice-president of 
the West Coast Life, who sold a large 
volume of business during the summer 
months while attending the San Fran- 
cisco Carnegie School, has returned to 
Leland Standford, Jr., University where 
he is a member of the varsity football 
squad. 


George 


October 20, 1921 





A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual values, 
makes an Insurance Proposition which in 
the sum of all its Benefits, is unsurpassed 
for net low cost and care of interest of all 
members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 39 Reserve. 








The 
olumbian 
National Lite 


Insurance Company 


Boston, Massachusetts 
ARTHUR E. CHILDS 


PRESIDENT 


Paid Life Insurance for 
Year 1920 over 
$35,000,000.00 


Life, Accident and 
Health Insurance 


Low Guaranteed Rates 














Eureka Life 


Insurance 


Co. 


OF BALTIMORE, MD. 


Incorporated under the laws of 
Maryland, 1882 


We Issue 


Standard Ordinary and 
Industrial Policies 


JOHN C. MAGINNIS 
President 


JOSHUA N. WARFIELD, Jr. 
Vice-President 


JOSEPH H. LEISHEAR, Jr. 
Secretary-Treasurer 


J. HOWARD IGLEHART 
Medical Director 














